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Cyanamid brings you new bathroom beauty 
with hKormica® laminated plastic ! 





New ideas in bathroom beauty are being created with Formica laminated plastic. 
Indeed, this versatile material made by Formica Corporation, subsidiary of INFORMATION of interest about the 


\ C . | Cc ° | ° | | | organization, products and activities o} 
. ' r . " 

merican Cyanamid Company, ts bringing about a revolution in bathroom {merican Cyanamid Company and its 

design and decoration, kor example, il has helped to popularize the Vanitory subsidiaries ts contained in a new book- 


let, “This is Cyanamid.” You may 
idea, in which counter-top lavatory, make-up bar, cabinet and other units are obtain a copy free on request. Address 
planned together with Formica wall surfacing for new distinction—and new Public Relations Depart- 
; : ment, American Cyan- 
convenience, FORMICA is used because jt provides a combination of advantages amid Company, 30 
color and pattern variety, durability and economy, resistance to stains, ease Rockefeller Plaza, 


om New York 20, N. 
of cleaning and warm, smooth touch. These qualities are given to Formic 











hy melamine, one of many Cyanamid chemicals that bring improvements 


te ‘ 
to everyday living! 





— CYANAMID _—_— 


—— _—«< 





AMERICAN CYANAMID COMPANY. 30 ROCKEFELLER PLAZA, NEW YORK 20, N y 
Write for more information about FORMICA laminated plasti 
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The Common Market 


“Fences,” Poet Robert Frost once 
wrote, “make good neighbors.” And 
that is often true. But when the 
fences cut up natural markets and 
block out competition, as they tra- 
ditionally have in Europe, every- 
body is the loser. As General 
Eisenhower put it in 1951: “Europe 
cannot attain the towering ma- 
terial stature possible to its people’s 
skill and spirit so long as it is di- 
vided by patch- 
work territorial 
fences. They fos- 
ter localized in- 
stead of common 
interests. They 
pyramid every 
cost with middle- 
men, tariffs, taxes 
and overhead.” 
A Welcome Task. 
Thus a_ request 
made by our gov- 
ernment early 
this year to 
Bruce C. Forbes, 
president of 
Forses Inc. 
especially welcome. Next year, 6 
European nations will band togeth- 
er into a Common Market area, an 
agreement which will take down 
many of the fences inhibiting Eu- 
ropean trade. Would Forses, the 
Government asked, sponsor a 
series of seminars at the Brussels 
Fair at which leading businessmen 
could examine, in free debate with 
their European counterparts, the 
Common Market and its impact 
on American business interests? 
A Common Ground. Glad to be 
of service in such a worthwhile 
cause, Forses accepted. By letter, 
key officers throughout industry 
were invited to participate in these 
seminars, either as panelists or as 


was 


observers. The response was over- 
whelming, and significant. From 
all corners of U.S. industry, busi- 
nessmen expressed their serious 
concern for the success of the Com- 
mon Market, and their fundamental 
interest in its workings. Heartened 
by this widespread response, Pub- 
lisher Malcolm S. Forbes set out 
in May for Brussels to complete 
arrangements with the Commis- 
sioner General’s staff and U.S 
Ambassador Clifford Folger. 


FORBES is published twice monthly by Forbes, Inc., 70 Fifth Ave., New York 11, N. Y. Second-class postage paid at Post Office, New 


BRUSSELS SEMINAK* 


It is no wonder that American 
businessmen believe they have a 
big stake in the European market 
Few indeed are the major U.S. com- 
panies which do not sub- 
stantial investments abroad. Not 
only is the European market grow- 
ing far faster than the American 
market, but profit margins are often 
considerably wider. Thus a com- 
pany like National Cash 

earns 


have 


Register 
nearly 
twice as much on 
its investment 
abroad as it does 
at home. 

Great Change. 
What will be the 
impact of the 
new Common 
Market arrange- 
ments on Ameri- 
can business in- 
terests in the 
area’? What stim- 
ulus will it give 
for further in- 
the 

member nations? 
Much written about the 
Common Market in general terms, 
but little in the way of specifics 
We believe that the Brussels semi- 
nars, conducted by practical men 
with practical concerns 
filled an important 
widespread discussion 

Serious Issue. Thus Forses digests 
the substance of 
which the discussion focused di- 
rectly on the Common Market and 
US 
The distinguished panelists included 
Frank Pace, president of General 
Dynamics Corp.; William E. Rob- 
inson, chairman of Coca-Cola Co 
Richard T. Purdy, treasurer of 
American Motors, and outstanding 
Their talk is 
and addressed to practical 
tariffs, 
vestment, natural 
brief, the seminars represent a val- 
uable guidebook to a development 
of major significance to business, 
the Common Market, which gives 
promise of substantially changing 
the face of Europe 


vestment in 


has been 


uniquely 


gap in this 


two sessions at 


its significance fo1 business 


European economists 
serious 
issues 


cartels, capital in- 


resources In 


*(L. to R.) The Honorable Clifford Fol- 
ger, U.S. Ambassador to Belgium, John 
Plaut, Deputy U.S. Commissioner Gener- 
al, Malcolm Forbes, and Richard Purdy 
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that EVERY INVESTOR 
should Give himself... 
and his FRIENDS 


Every issue of THE EXCHANGE Magazine brings fresh, helpful in- 
formation about business, finance and investing. A monthly, digest- 
size magazine, it’s abundant with enjoyable and informative read- 
ing the year ’round. Amazingly, a full year’s subscription costs 
only $1.50. And right now is a perfect time to give this lively maga- 
zine as an extra Christmas gift to your friends, associates and 
particularly yourself. 


Good reading for every investor 

For example, in the current issue you’ll find a fascinating article 
about how a major mineral producing company’s unique and highly 
successful incentive plan helped boost net profits from $144,000 to 
$2.3 million in ten years. There’s a fresh report on cash dividends 
for the first nine months of 1958. It shows how sharp dividend 
increases by five groups made possible the 16th consecutive new 
peak in dividend payments. Also included is a review of the top 50 
stocks favored by Monthly Investment Plan shareowners. It is 
interesting to note that only seven stocks out of fifty hold the same 
popularity ranking as they did a year ago. There are articles on 
convertible bonds, preferred fluctuations, shareowner growth and 
many other topics close to the investor’s pocketbook. 


THE EXCHANGE Magazine makes wonderful giving and receiving. 
Fill in and mail the coupon below. Do it now. Your subscription will 
begin with the bright, informative November issue, or the 
December issue, as you prefer. 


THE EXCHANGE Magazine is not sold on newsstands. 


THE EXCHANGE Magazine, Dept. 7 

11 Wall Street, New York 5, New York 
Enclosed is $1.50. Please send the next 12 is- 
sues of THE EXCHANGE Magazine —beginning 
with the November issue December issue (_ 
to me at the following address: 


NAME,___. 
ADDRESS_ 
4 a STATE___. 


Also please enter Gift Subscriptions at $1.50 each 
(remittance for which is enclosed) for the attached 
names and insert a gift card in my name with the 
initial (December) copy. 
There is no limit to the number of gift subscriptions 
you may enter. Just send us the names and addresses 
plus $1.50 for each subscription—on a separate 
sheet of paper. 








READERS SAY 


The Navy 


Sm: Congratulations for your article 
on the Navy. With my several jobs in 
Washington I was exposed to the ad- 
ministrative managements of the Army, 
Navy and Air Force. Of these, I found 
the Navy the most competent. 

This summer .. . I witnessed the great 
Norfolk Navy review ...I was and am 
grateful to Admiral Burke for the in- 
vitation and the interesting day. I hold 
Admiral Burke in the highest esteem. 
Nevertheless, my outstanding impression 
was the colossal display of obsolescence. 

While I am in no sense qualified to hold 
a technical view, it seems to me clear 
that recent developments have, in fact, 
made obsolete the fleets of the world .. . 

—Rosert W. JOHNSON 
Chairman, Johnson & Johnson 
New Brunswick, N.J. 


Sir: The feature in the November 15 
issue of Forses on the Unites States Navy 
is a wonderful piece of work. 

We think the Navy has a real story to 
tell, and it is through the support of 
magazines such as Forses that this story 
is getting out to the American public. 
It is very difficult for us to explain the 
tasks of the Navy to a housewife in Box- 
elder, Mont., or to a salesman in Flag- 
staff, Ariz. Through Forses’ writers, we 
think a significant step has been made in 
informing people of the part played by 
the Navy in the security of the nation. 

—(ADMIRAL) ARLEIGH BuRKE 
.... Chief of Naval Operations 
Washington, D.C. 


Sir: In no way wishing to detract from 
Admiral Arleigh Burke’s personal abili- 
ties, it does not seem fair to those who 
struggled so hard to save the Bunker Hill 
to indicate that she was sunk. The 
Bunker Hill was grievously wounded 
when participating as a member of a fast 
carrier task force in the battle for Oki- 
nawa, but she returned to the United 
States for repairs. 

While the Enterprise was hit several 
times by the Japanese, she too survived, 
and it is my recollection that Fleet Ad- 
miral Halsey made an effort to set up a 
memorial fund for [her] preservation. 
But this was unsuccessful, and the En- 
terprise is now to be scrapped. 

While this may seem like a minor 
error to you, those of us who served in 
ships participating with the Bunker Hill 


~and Enterprise in actions against the 


enemy feel that the history of these two 
outstanding vessels should be recorded 
accurately. 
—Byrne LiItTscuHcG! 
Partner, Hedrick & Lane 
Washington, D.C. 


Sir: I read with great interest the 12 
pages devoted to the Navy and its econ- 
omy. I was considerably enlightened 
by it; it is sometimes easy to “miss the 
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forest for the trees.” .. . ; 

Although I know that other more 
prominent sources will voice the same 
comments, I would like to thank Malcolm 
Forbes and Forses’ team for all the men 
and officers of the Forrestal for the keen 
and understanding observations noted in 
the current issue. 

I know it was not an easy task to 
accumulate the information needed for 
the intelligent observations made. 

—JoHN A. TROGOLO 
Ensign, USNR 
U.S.S. Forrestal, c/o Fleet Post Office, 
New York, N.Y. 


Sir: Congratulations on Forses’ splen- 
did reporting job concerning the busi- 
ness of our Navy. I commend the energy 
and reporting skill that went into what 
must have tedious but stimu- 
lating task. . 

{As a former Navy man myself,] I am 
particularly glad that you found that 
[the Navy] is efficient and prepared in 
peacetime 


been a 


Curr C. Jones, JR. 
Vice President, 
R. B. Jones & Sons, Inc. 
Kansas City, Mo 


Sir: Congratulations on a 
article 

The Marines are a 
our armed 
anywhere 


good 


great segment of 
services not to be matched 


F. M. Youne 
President, 
Young Radiator Co. 
Racine, Wis 


Sir: I read with a lot of interest 
Forses’ excellent article and want to 
compliment the whole organization on it. 

Frep A. Bantz 
Assistant Secretary of the Navy 
(Material) 

Washington, D.C 


Sir: I enjoyed very much reading your 
generally sound and sympathetic article 
on the Navy ...Iam sure, however, that 
neither Mr. [Patrick] McGinnis nor I 
have ever thought of me as being his 
“protegé.” 

RICHARD JACKSON 

Assistant Secretary of the Navy 

(Personnel and Reserve Forces) 
Washington, D.C. 


Str: I read the Navy articles with con- 
siderable interest. As a member of the 
naval profession I was very gratified to 
see the Navy presented to business and 
financial circles as an entity of our na- 
tion’s economy. I believe that this aspect 
of the Navy is not widely recognized or 
understood. 

As Professor of Naval Science at 
Princeton University, I am interested in 
bringing these articles to the attention 
of the members of the Naval Reserve 
Officers Training Corps unit as_ back- 
ground information which relates close- 
ly to their Naval Science course. 

ALLEN B. AbDAms, JR. 
Captain, U.S. Navy 
Princeton, N.J 
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Sir: Your discussion of the Navy's 
management problems and how the Navy 
meets them is an excellent one. 

I was particularly pleased that you 
picked up Secretary Gates’ comment that 
“the Navy is the service of the future,” 
for I surely believe that it is. I was 
pleased, too, that you pointed out how 
far from the truth is the popular con- 
ception of the “security” of a naval offi- 
cer’s career. The Navy is, indeed, a very 
poor place for a young man to whom 
“security” (that will-o’-the-wisp) means 
everything 

FRANK UHLIG, JR 
Editor, Our Navy 
Brooklyn, N.Y 


Sir: Forses has accomplished a dis- 
tinct service in evaluating “The Navy & 
the Economy” and giving us harried tax- 
payers a much cleare1 
our money is spent 


picture of how 

I think a lot of us “old boys,” who 
saw service in World War I, have a men- 
tal picture of the way the military did 
things that still lingers. As long as it 
has to be done, it is nice to know that 
things have changed, and with the task 
confronting them, the Navy does take a 
look at the other side of the coin 


HERMAN W. MILLER 
Mankato, Minn 


(CONTINUED ON PAGE 45) 
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TO THE MOON 
FOR A NEW 
PLANT SITE - 


Louisiana offers 
ideal locations 
much nearer. .%3 
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Plant locations in Louisiana 
on the banks of one of its mighty 
rivers guarantee all water needs 
These enviable localities offer con- 
venient water transportation direct 
to U.S. markets, or to the great seo- 
ports of New Orleans, Baton Rouge, 
or Loke Charles for transshipment 
obrood 

Plant sites are available in 
Louisiana's olanned industrial 
munities with superior fuel supplies 
natural gas, oil, and electric power 
Your plant in Louisiana can command 
all of the state's fabulous wealt! 
forest products, sulphur, salt, lime- 


stone, or the output of the greot 


Louisiana petro-chemi al industry 


Raw materials con reoch your plant 
over excellent rail and highway 


facilities 


The mild year round cli 
ot Louisiana plus or experier 
facilitate Productior 


Bui Iding ma 


labor supply 
No Delays 


ance 


mainten 
costs will be low assuring the 


success of your Louisiana plant 


Louisiana welcomes Indus- 


trial Development! Through the 
Department of Commerce and Industry 
community financing and spec al tox 
Come to 


exemptions are available 
Louisiana and Grow!! 


LOUISIANA 


Department of Commerce ¢& Industry 


Curt Siegelin , Exec.Director 


P.O. Box 4185 e Baton Rouge4, La. 





“With all thy getting get understanding” 


FACT AND COMMENT 





by MALCOLM S. FORBES 


ARE STOCK DIVIDENDS FOR REAL? 


As the end of the year approaches, more and more 
boards of directors are meeting in solemn conclave and 
voting their stockholders some extra pieces of paper. 
These pieces of paper are known, of course, as stock 
dividends and many investors (and many investment 
bankers as well) have come to regard them very highly. 

Last year, the New York Stock Exchange figured, well 
over 100 of its 1,107 listed companies paid stock dividends. 
All the returns are not yet in for this year, but it looks 
as if 1958 will be at least as good. This year’s crop, like 
its predecessors, will delight some investors and confuse 
others. It will also revive an ancient controversy about 
equity dilution. 

By stock dividends, we are not talking about stock 
splits. Nor the kind of 100%, 50% or even 25% stock 
dividends which amount to almost the same thing as a 
split. We mean the issuance of additional shares as a 
supplementary or even primary payout of the year’s 
earnings. In some companies this may take the form 
of a payment of, say, 5% in stock during the last quarter 
in addition to the regular quarterly cash dividend. In 
others, stock dividends may be paid out quarterly. But 
in every case, the stock dividend in this sense is a pay- 
ment in lieu of cash. 

How does management justify paying its stockholders 
off in pieces of paper rather than in legal tender? From 
the company’s point of view the justification is simple 

enough: a growing company 

can put its cash to good work. 

By paying stockholders whol- 

ly or partly in stock, it is free 

to re-invest the cash in the 
and yet the stock- 
holders have not been asked 
to go without. 


business 


A stock dividend means, in 
effect, that the company is 


IBM’S WATSON capitalizing with extra stock 


that part of its earnings which management feels it cannot 
spare for cash dividends. Tom Watson Jr.’s IBM, for ex- 
ample, has had to hold cash dividends to a trickle. It 
needed its earnings to finance its amazing growth. But so 
that its stockholders would not feel left out, IBM has 
regularly paid stock dividends. If cashed in, they would 
add up to a pretty full payout of IBM’s net. 

Chicago’s giant Commonwealth Edison Co. is the latest 
to have started a similar practice. Early this fall Com- 
monwealth Edison’s Chairman Willis Gale announced 
that his company would henceforth be paying stock divi- 
dends on a regular basis. The amount of the stock 
dividend would depend on the year’s earnings. The 
idea, Gale said, was to pass on to stockholders the full 
year’s earnings; the stock dividend would make up the 
difference between the regular cash dividend (currently 
$2 a share) and total earnings. 

The plan created quite a stir in Wall Street. Obviously 
no utility could pass on to stockholders all of its cash 
earnings; it needs at least part to help finance growth. 
But the new Commonwealth Edison plan seemed to have 
the virtue of making it possible for stockholders to sell 
the extra stock if they wanted to cash in their own 
full equity in the year’s earnings. The plan caught on 
so well that Commonwealth Edison stock jumped several 
points on the announcement. 

From the investor’s point of view, these paper divi- 
dends have some strong argu- 
ments in their favor. For one 
thing, there is a big tax ad- 
vantage. A stock dividend is 
not counted as regular income. 

Hence, no regular income tax 
on it. There is only a capital 
gains tax to pay, and that only 
if the extra stock is sold. So if 
the investor sells his stock 


dividend, he feels he is get- COM ED’S GALE 
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ting extra income at a lower tax rate. If he keeps it, he 
builds up his number of shares. 

Why then should there be anything controversial about 
this pleasant little gimmick? The answer may sound 
academic to investors who are this month happily slitting 
open envelopes containing stock dividends. But it is a 
very sensible objection all the same. It can be summed up 
in the ugly phrase “equity dilution.” 

This simply means that every time another share of 
stock is issued, there is that much less in earnings and 
assets to go around for the existing shares. Take the 
simple case of a 10% stock dividend. Suppose that earn- 
ings fail to increase the following year. That means that 
the same number of dollars have to be spread over a 
greater number of common shares. Result: profits have 
remained steady but earnings per share have gone down 
10°,. Such a company, in other words, has to run faste1 
just to keep per share earnings steady. 

The defenders of stock dividends, of course, have two 
ready answers. “If the investor holds on to his stock 
dividends,” say they, “then there is no dilution of equity; 
the company’s capitalization increases but so does the 
individual's holdings.” Their other defense: “Don’t for- 





Combined 
Stock Cash Valueofboth Recent 


Company Dividend Dividend Dividends Price 


Addressograph-Multigraph_ . 3% $1.50 $4.21 9014 
American Elec. Power. . 24 1.62 2.89 50% 
Atlas Corp... 5 15 51 7% 
Bell & Howell 242 1.00 3.34 93% 
Bestwall Gypsum 2.24 74% 
Blaw-Knox 1.40 2.24 33% 
Boeing 1.00 3.10 522 
Borden 1.80 4.77 74% 
California Packing 2.20 4.69 49% 
Cerro de Pasco 80 3.16 47% 
Cities Service 3.59 59% 
Colorado Fuel & Iron 50 98 23% 
Columbia Pictures 93 182 
Commonwealth Edison 3.04 52 

Consolidated Foods 2.16 23\e 
Douglas Aircraft. 4.24 58 
Eastern § Airlines 1.72 35% 
Ferro Corp... seve 1.23 28% 
Firestone Tire & Rubber 5.00 119% 
Garrett Corp.. é 4.11 42% 
General Tire & Rubber 1.45 37% 
Georgia-Pacific 4.79 47% 
Goodyear 4.65 112% 
Grand Union 3.26 494 
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PAYERS IN PAPER 


Here are the larger Big Board issues which have paid a dividend 
in stock so far this year. Excluded are stock dividends of more 
than 10%, which are, in effect, stock splits or partial stock 
splits. In figuring the total value of both dividends (column 3), 
Forages has taken the market worth of the stock payments at the 
recent prices rather than their value at time of payment. 


get that the stock dividend represents earnings plowed 
back into the business. This plowback should produce 
extra earnings which would offset any dilution.” 

To which the critics of paper dividends reply: “But 
stock dividends, in any case, slow down the rate of pe 
share earnings growth. And if the investor holds on to 
them to keep his equity intact, where is the dividend?” 

And so the argument rages. We at ForsBes are inclined 
to agree with those who argue that stock dividends tend 
to dilute the equity and that their ultimate effect is 
simply the shifting about of pieces of paper. But we are 
also well aware that the device is popular with manage- 
ments who have to reconcile stockholders to a policy of 
plowing back the bulk of earnings. So the practice, how- 
ever weak it may be in a theoretical sense, is going 
to grow 

But at least every investor should understand the 
nature of the animal. Let him realize that if he figures 
stock dividends as income, he may be indulging in the 
pleasant but potentially dangerous pastime of diluting 
his equity. In old New England that would have 
amounted to “living off capital” and it would have 
counted as the worst kind of sin 





Combined 
Stock Cash Valueof both Recent 


Company Dividend Dividend Dividends Price 


Gulf Oil 9 $2.50 $7.42 123 
Household Finance 20 3.05 37 
Hunt Foods & industries 50 1.50 20 
1BM ! 2.60 12.80 
International Paper 00 6.50 

Jewel Tea 2 3.83 

National Gypsum . 2 3.16 

Pittston Corp 4.64 
Raytheon Mfg 2.66 
Reichhold Chemicals 3.77 

Reynolds Metals 2 2.03 

Rohm & Haas 2 40 

Rohr Aircraft ‘ 85 
Sheraton Corp 2 01 
Schenley Industries ) 31 

A. 0. Smith y 2.45 

Stauffer Chemical 58 
Stokely-Van Camp 35 

Sun Oil 


Tidewater Oil 1.14 
Union Oil ) 


United Airlines 
United Carbon 
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ALIVE TODAY! 


Arch Lightbody is one 
of 800,000 Americans cured of cancer 


because they went to their doctors in time. 


They learned that many cancers 

are curable if detected early 

and treated promptly. 

That's why an annual health checkup 
is your best cancer insurance. 


AMERICAN 
CANCER 
SOCIETY 
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VOL. 82, No. 11 December 1, 1958 


THE LADY & THE TRAMP 


“The wolf was on the doormat” and “the sheriff was 
not far away.” That was the precarious state of Western 
Union just ten years ago this month. Little wonder Wall 
Street is marveling at what W alter Marshall has wrought. 


Sam Go.tpwyn, Hollywood’s master of 
the malapropism, once got a call from 
a screenwriter—so the story goes— 
who gushed: “I’ve got a great idea 
for a picture. Not only is it a great 
comedy, but it also has a message.” 
“Message!” growled the great pro- 
ducer, “just write me a comedy. Mes- 
sages are for Western Union!” 

Last month all Wall Street seemed 
to be getting Western Union’s* mes- 
sage. Put in the form of the familiar 
15-word, full-rate telegram by _ its 
metaphor-mixing President Walter P. 
(for Peter) Marshall, it went: “west- 
ERN UNION NOW A GROWTH COMPANY— 
NOT A DYING DUCK. HAVE TURNED TRAMP 
INTO LADY.” 

Never one to mince words, Western 
Union’s Marshall is the first to admit 
that barely ten years ago his attrac- 
tive, lady-like company—still the top 
factor in written communications 

was a threadbare tramp, its earnings 
in tatters, its debt-to-capital ratio 
gone completely to pot and its pros- 
pects decidedly dim. “Now,” beams 
Marshall, “we're respectable. Why, 
even some of our best people will tell 
you they are employed by Western 
Union. Ten years ago most of them 
were ashamed to admit they worked 
here.” 

Singing Telegram. The same could 
be said for investors. With WU bounc- 
ing up on the Big Board last month 
to 30'2—the highest price traders have 
been willing to pay in almost 30 years 

it was plain that Western Union 
stock, which analysts irreverently 
dubbed a “dead dog” a scant ten years 


Western 
NYSE 


Union Telegraph Co. Traded 
Current price 301, Price range 
(1958): high, 3042; low, 15. Dividend (1957) 
$1.10. Indicated 1958 payout: $1.20. Earnings 
per share (1957): $2.03. Total assets: $313.4 
million. Ticker symbol: WU 
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ago, was out of Wall Street’s doghouse 
at last. 

That there is indeed plenty of new 
life in the old (1856) dog is every- 
where apparent. Busier than a one- 
armed telegrapher, Walter Marshall’s 
Western Union is telegraph pole-deep 
in a raft of projects calculated to turn 
dots & dashes into dollars. At Rob- 
ins Field in Macon, Ga. this month, 
it will complete the last link in a 
250,000-mile high-speed electronic 
private wire system for the U.S. Air 
Force, plans to expand it to a global 
network next year. Capable of carry- 
ing 2.5 billion words yearly (triple 
the previous load that formerly re- 
quired three times as many oper- 
ators), the Air Force’s private wire 
system is the world’s largest, will add 
$3.5 million a year to Western Union's 


AIRMEN & PRIVATE WIRE: 
also flowers, candy and “wake up!” 


mushrooming private 
(see chart, p. 10) 

Nor is that all. In 
big wire house extended its 
crowave radio beam system (which 
links New York, Philadelphia, Wash- 
ington and Pittsburgh) to Cincinnati 
and Chicago, making about 500,000 
additional miles of telegraph circuits 
available for 


wire revenues 
April the 


mi- 


leasing to industry 
Meanwhile, its direct two-way Telex, 
a customer-to-customer teleprinte 
exchange service that is Western 
Union’s answer to AT&T’s TWX and 
already connects New York with key 
cities in Canada, will be expanded to 
hook up with Chicago. And to its 
long roster of telegraphic 
ranging singing telegrams, 
weather forecasting, stock tickers and 
“Operator 25” to sending flowers by 
wire, synchronizing clocks and waking 
people up by (from all of 
which it grosses around $10 million a 
year), Western Union will add next 
month still another service: Candy- 
Gram, with which customers can send 
a box of sweets with telegram attached 
anywhere in the U.S 

Rate Break. Yet by far -the most 
heartening development to Marshall 
is the interim rate increase for West- 
ern Union’s private wire service that 
he expects the Federal Communica- 
tions Commission to grant this month 
A long-time sore point with Marshall 
(as well as with rival AT&T, which 
has also filed for higher rates), West- 
ern Union has doggedly belabored the 
FCC with 2,000 4,000 


pages of testimony in 


services, 


from 


telegram 


exhibits and 


recent months, 
all designed to show that its return ot 
thus far ha 
been a pitifully inadequate 2.3 
Western Unior 
tioned for a 23.5 rate boo 
would have 


additional 


private wire investment 
Originally 
yielded $7.7 
revenues, but wh 
frowned, promptly shaved its request 
to 15.2° Should FCC smile on Mai 
shall’s revised petition, even the 
toned-down 
other $5 
private 


Ww ill mean an- 
Western 


revenues, 


increase 
million to Union's 
make lol i 


Marshall 


“vou can live on 


wire 
5.1% return on investment 
grudgingly concedes 





that,” but stubbornly insists that even 
5.1% is a sub-standard return, and 
thoroughly intends going back to FCC 
for more. 

The significant thing to Wall Street’s 
growing number of Western Union 
watchers is that these activities and 
developments have not yet begun to 
benefit the company’s balance sheet. 
Even without them, Marshall expects 
Western Union to close 1958 with a 
net profit of $1.75 a share. Ostensibly, 
that will be a dip of 28c a share from 
1957 and make for the leanest show- 
ing in five years—a rather revolting 
development for a supposed “growth 
company.” 

Yet even in a_recession-clouded 
year, Marshall professes to see several 
silver linings. For one thing, in June 
the company signed an iron-bound 
two-year wage pact (with no reopen- 
ing provisions) that immediately 
slapped Western Union with $787,000 
in additional operating costs. Though 
the company applied forthwith for 
telegraph rate relief to offset the wage 
boost, it came too late to help 1958’s 
earnings. 

For another, despite its hell-for- 
leather expansion of private wire & 
facsimile services, Western Union still 
relies on regular message services 
(e.g., telegrams, day & night letters) 
for about 73% of its total operating 
revenues. Last year, out of a total 
gross of $262 million, $193.6 million 
came from message services. With 
that part of the business especially 
vulnerable to a recession, the first 
half of 1958 saw Western Union’s mes- 
sage revenues down almost 10%. Still, 
it was a measure of Western Union’s 
new-found strength that in the same 
period the private wire gross actually 
increased by nearly 10°, holding the 
net drop in tota] business (mostly due 
to a 3.8% decline in money orders*) 
to only 5.6%. 

Happy Talk. Thus, in Wall Street’s 
view, Western Union may only have 
taken one step back prior to a forced 
march forward. Some analysts are 
talking in terms of $2.50-$2.75 a share 
for 1959, and a few suggest that the 
dividend, resumed in 1950 after five 
omissions in the previous six years 
and upped last year (to 30c quarterly) 
for the third consecutive year, may be 
‘boosted again. To all this, President 
Marshall whose name (by virtue of 
its appearance on some 1 billion tele- 
gram blanks a year) is likely the most 
published monicker in the _ world, 
smiles like a benign Cheshire cat. But 
on the prospects of a further dividend 
increase he counsels caution, thinks 
“it’s too early, too premature” to talk 


*As a seller & sender of its own money 
orders, as well as those of American Express 
(Forses, Nov. 1), Western Union grossed 
$18.7 million last year, some 7°) of its busi- 
ness 
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OPERATOR & NEW EQUIPMENT: 
the Fax family multiplied 


about another boost now. 

That the talk persists is the best 
indication of all just how fast and far 
Western Union has bounced back from 
near oblivion. For it was ten years 
ago this month that Walter Peter 
Marshall became its thirteenth and 
(at 47) youngest president. Quipped 
one associate last month: “What hath 
Marshall wrought!”+ 


tA good-natured reference to “What hath 
God wrought!,”’ first words sent over a tele- 
era h (from Washington to Baltimore) in 
844 by Painter, Inventor Samuel F. B. (for 
Finley Breese) Morse. Though tapped out by 
Morse, the biblical quotation was actually 
chosen by Annie Elisworth, daughter of the 
Commissioner of Patents, from Numbers, 





HIDDEN MESSAGE 


Despite the effects of the recession, 

which cut into this year's profits, 

Western Union has recovered might- 

ily from its postwar earnings slump... 
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Key reason: the mushrooming 
growth of its private wire and fac- 
simile service, which has sprouted 
nearly 500% in ten years. Only 3% 
of the business in 1948, private wire 
now accounts for 14%, is running at 
the rate of $41 million a year. 
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What Marshall has wrought is noth- 
ing less than a dramatic return from 
the brink of bankruptcy. Looking 
back on 1948, Marshall recalls: “The 
wolf was on the doormat and the 
sheriff was not far away. We were 
about ready to go through the wring- 
er.” It was, to say the least, not a very 
tempting dish to set before the new 
boss of the “Yellow Blank.” 

Redskins & Red Ink. Even harder to 
swallow was how far the once mighty 
Western Union had fallen. Organized 
in 1856 as a hodge-podge of some 
65 independent telegraph companies 
stretching from New York to “The 
West” (i.e. the Ohio Valley)—and so 
named Western Union by Ezra Cornell 
(who used part of his telegraph for- 
tune to found Cornell University )—it 
soon became the mergingest company 
U.S. industry has ever known. Be- 
tween the Civil War and World War II 
Western Union absorbed no 
than 540 smaller companies. 

In its formative years, the big teleg- 
rapher fought off the Indians, out- 
performed the Pony Express (and thus 
put it out of business), and astounded 
the nation and President Lincoln by 
completing in 1861 the first trans- 
continental telegraph line in three 
months and 20 days—nine years and 
eight months ahead of schedule. By 
1929 Western Union was earning $15.4 
million on $145.6 million in revenues, 
while its stock, one of the bluest of 
blue chips, was selling at a wild 272. 

The crash and the depression 
changed the blue to red, and within 
three years Western Union’s revenues 
were down to $83 million, its shares 
down to 12%. The company got a 
break in 1943 when the FCC ruled 
that a merger of Western Union and 
IT&T’s then $22.3-million (total as- 
sets) Postal Telegraph would be a 
good thing. It was. For with Postal 
Telegraph, Western Union got Walter 
Marshall. 

Major Merger. Born in Brooklyn, 
Marshall attended CCNY and Colum- 
bia, majoring in accountancy. Seek- 
ing a manufacturing company as a 
good place to start his career, he 
picked IT&T’s All-America Cables & 
Radio, and applied for a job by mail. 
He was hired, but not until Marshall 
was on the job did he discover that 
All-America was not a manufacture 
at all, but merely maintained trans- 
Atlantic telegraph cables. 

Nevertheless, as a self-proclaimed 
“whizz-bang of a cost accountant,” 
Marshall proved enough of a whizz- 
bang to move over to Mackay Radio & 
Telegraph as comptroller. By the 
time Mackay merged with Postal, 
Marshall was already executive vice 
president. He did so many jobs so 
well that when Postal ultimately 
merged with Western Union, industry 
wags insisted that Western Union had 


fewer 


FORBES, DECEMBER 1, 1958 





really merged with Walter Marshall. 
Appointed assistant to the president, 
Marshall had already moved up to 
vice president & treasurer of Western 
Union when the death of Joseph 
Egan put him squarely -in the presi- 
dent’s chair. 

A hotter seat would have been hard 
to find. For in 1948 Western Union, 
while still sending, had stopped click- 
ing. Even before World War II it had 
begun to take its licks. U.S. subsi- 
dized air mail had cut its night letter 
business to shreds, while AT&T’s TWX 
teletypewriter exchange service was 
“skimming the cream” from its tele- 
graph trade. At the same time, AT&T's 
lowered long distance telephone rates 
were making Western Union's in- 
creased telegraph tolls look sick. 

Corporate Casualty. But the war, 
which left Western Union like a dis- 
placed person, really put the skids on. 
The Federal excise tax on telegrams 
(upped from 5% to 25°: ) made it al- 
most unfashionable to send a wire. 
As if that were not prohibitive enough, 
Western Union’s once prized service 
had deteriorated to the point where 
many a message got garbled in trans- 
mission, was delivered late or not 
at all. Marshall especially remembers 
the burden of delivering wartime “THE 
WAR DEPARTMENT REGRETS TO INFORM 
YOU wires. A distasteful busi- 
ness, the company (which charged the 
U.S. full rates for each telegram) 
was required to deliver each one by 
hand, often to remote areas of the 
country. “And I hate to tell you,” 
groans Marshall, “how many times 
our boys had to run next door to get 
help for some poor mother who just 
fainted.” 

Having sustained a substantial $11- 
million deficit in 1946, Western Un- 
ion was in need of help itself. Even a 
$9-million profit the following year 
due mostly to a _ two-month 
nationwide telephone strike. By the 
time Marshall took over, Western 
Union was losing $1,000,000 a month 
Plainly, its equipment was obsolete, its 
methods old hat. 

Not only was Western Union, which 
had been “modernized” in 1931, still 
doing most of its work by hand (a 
single telegram might pass through 
as many as 15 clerks), but its labor 
bill was almost unbearable. In 1946 
wages and employe benefits were 
cutting 74.9c out of every dollar in 
revenues, and what was left was not 
nearly enough to pay the bills. To 
make matters ‘even more desperate, 
the company had a whopping $80-mil- 
lion long-term debt, $45 million of 
which was coming due in 1950 and 
1951. 

Marshall Plan. Out of this urgency, 
President Marshall proposed his plan 
for recovery: “We had to get modern 


was 
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WESTERN UNION’S MARSHALL IN “BANK WIRE” ROOM: 
he had to get modern or get lost 


or get lost!” To turn an archaic, 
debt-ridden, money-losing company 
into a modern, profitable one in ten 
years, Marshall himself admits, is “a 
pretty good trick.” But for Western 
Union, it was trick or treat. 

Marshall's first trick was to set up 
a long budgetary control 
bureau and policy committee, without 
which the had never been 
able to trim expenses in advance of 
falling fortunes. With it, Western 
Union has since called the earnings 
turn within 2°, of accuracy. He even 
called in a management consultant 
firm, which ultimately reported that 
Western Union had problems. “Hell!” 
booms Marshall, “Nobody had to tell 
me that!” 

To get desperately needed 
buy desperately needed semi-auto- 
mated equipment, Marshall unloaded 
much of Western Union’s 
tate, leased buildings back at a saving 
of $2 million a year, used to lighten 
debt. He outmoded machines 
and, that 75°. of 
its message volume was being handled 
by only 2°, of Western Union offices, 


overdue 


company 


cash to 
real es- 


sold 


recognizing some 


2 ne se see a ia ‘ oy. 
THE VANISHING W.U. BOYS: 
they had to go 


closed them up in wholesale lots. In- 
stead, he about 22,000 mer- 
chants (e.g., drug stores, hotels) to 
act as telegraph agents, thus sustain- 
ing service while 
Cash & Carry. 
money 


licensed 


slashing 
Marshall got his 
Rate relief helped some, but 


expenses 


most came from salvage of obsolete 
plant and equipment and from West- 
ern Union’s always farsighted depre- 
ciation program chart, p. 12) 
Marshall used the funds to buy back 
Western Union bonds, over a period of 
four years plowed $30 million into “re- 


perforation,” a semi-automated meth- 


(see 


od of transmitting telegrams via auto- 
matic relay points 

The’ Marshall Plan was expensive 
In 1948-49, Western Union showed a 
total of $8.7-million worth of red ink 
But in 1950 it turned the corner with 
a $7.3-million profit and, except for 
strike-torn 1952 (when earnings fell 
to $1.1 million), has been substantially 
in the black ever since 
Reperforation was only the start of 
Western Union's mechanical advances 
In 1948 its $6.2-million 
business came to a mere 3.2’ 
ating 1 Since then the de 
velopment of the company’s 
of fantastic 
Intrafax, 


private wire 
ol oper- 
venues 
family 
machines (e.g 
which an entire lette: 
can be sent merely by pushing a but- 
ton; High-Speed Fax, which can send 
whole pages of bette 
than 3000 per minute) has 
helped turn private wire into a $41 

million-a-year One 
why private wire installations (e.g 

the famed Bank Wire, which links 200 
top-drawer banks) have 
fruitful even in recessions, says Mai 

shall, is that “if business is bad, ou: 
customers need to know the bad news 
fast.” 

Good News. Western Union's 
news these days is almost uniformly 
good. In ten years, Marshall has 
boosted his gross by $69 million, his 


facsimile 
with 


newsprint at 
words 


business reason 


proved sO 


own 
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net by around $16 million. Western 
Union’s once toplofty debt has been 
more than halved to a manageable 
$35.2 million, and a $10-million stand- 
by credit with Chase Manhattan re- 
mains untouched. Its debt-to-capital 
ratio has not only shrunk from 36% to 
about 16%, but interest charges on 
the debt have been chopped in half to 
some $1.5 million a year. 

While wages have necessarily gone 
up, the Western Union work force 
has diminished from 51,000 to 35,000, 
now takes only 62% of revenues (vs. 
74% in 1946). Even Western Union’s 
famed army of messenger boys has 
been all but mustered out. Once 12,- 
500 strong, automatic transmission and 
delivery have decimated their num- 
bers by some 5,000. Also gone (ex- 
cept in Washington, D.C.): the once 
ubiquitous olive uniform. Marshall’s 
wry explanation: “The type and size 
of our ‘boys’ have changed.” 

So has Western Union’s 
Once mad for merger, 
instead a serious investor in other 
companies. Marshall holds no brief 
for diversification for the ‘sheer joy 
of diversification (‘I don’t believe in 
breweries buying underwear compa- 
nies”). But, convinced that electron- 
ics holds the key to Western Union’s 
future, since 1955 Western Union has 
been buying up modest interests 
(ranging from 14% to 30%) in such 
brain-heavy research & development 
firms as Microwave Associates, Tele- 
prompter Corp., Dynametrics Corp., 
last summer exchanged 20,00C of its 
shares for 60,000 of Gray Mfg. Total 
cash investment thus far: $2.2 million. 
This month Western Union expects to 
cut itself a 10% slice of still another 
cerebral corporation. 

The Indian Fighter. It sometimes 
amuses the men closest to Marshall 
that the president of a company famed 
for fighting Indians is himself de- 
scended from a full-blooded Cherokee 
forebear. “That’s our motto,” cracks 
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Dots, Dashes & Dollars 


As part of its vast modernization 
program, Western Union has 
charged off more money to depre- 
ciation and amortization in each of 
the past five years than it earned 
in any one of them. This has made 
for a hefty cash flow averaging 
12.8¢ on every dollar of its book 
value. 
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one associate. “If you can’t beat *°em— 
join ’em!” 

Nor has Marshall yet buried the 
hatchet with his old adversary, AT&T. 
He still winces over the war-imposed 
excise tax that resulted in reduced 
demand for straight telegrams, points 
out that “it’s not the same with the 
telephone company, where you pay a 
monthly charge whether you use the 
phone or not.” And he is still on the 
warpath over AT&T’s cream-skim- 
ming TWX competition. In all fair- 
ness, Marshall maintains, the FCC 
should rule that each company con- 
centrate on its own specialty: AT&T 
on carrying voice, Western Union 
on transmitting words. 

Fully 15 years after its merger with 


Postal Telegraph, Western Union is 
still under government mandate to 
sell off Postal’s trans-Atlantic cables 
(on which it grossed $14.4 million last 
year, netted about $1.3 million). Only 
the U.S. has crossed Western Union’s 
wires by forbidding it to sell the cables 
to any rival company in a similar field. 
Marshall almost found a way out of 
his cable quandry three years ago 
when Textron American’s Royal Little 
agreed to buy them for $18 million 
(Forses, Aug. 1, 1955). But the deal 
fell through, says Marshall, because 
“he didn’t have the money—and we 
don’t sell for paper.” 

At long last, however, a two-year- 
old agreement with American Securi- 
ties Corp. may soon reach the signing 
stage. At a proposed $18 million, it 
will nevertheless cost Western Union 
some $5 million just to get out of the 
business (i.e., to void cable contracts). 
Of the net proceeds, about half will 
be credited to company bondholders, 
the rest applied to working capital 
(now about $30 million). 

With that, and another $8.1 million 
in bonds set aside for plant improve- 
ment, Marshall says: “We can live 
with what we have without any new 
capital, but we can’t expand as fast.” 
Since Western Union has been spend- 
ing for improvement at a $30-million- 
a-year clip, it will almost certainly 
be in the money market inside of a 
year. Just how, Marshall will not 
say, but he is said to favor con- 
vertible debentures. 

Yet even if, as Marshall believes, 
Western Union is now wired for 
growth, the Goldwyn truism was 
never truer: messages are indeed for 
Western Union, and its regular mes- 
sage service revenues are growing 
at the rate of only some 2% a year vs. 
a mushrooming 20% for private wire. 
Nor is that Marshall’s only concern. 

Marshall's Fair Lady. Though West- 
ern Union is clicking as well as send- 
ing again, President Marshall knows 
that his company is still a public 
utility, and as such is watched hawk- 
like by the FCC. “Why, we can’t re- 
duce the hours of even a single office 
boy by as little as 15 minutes,” he 
groans, “without obtaining advance 
government approval.” 

Since Western Union and AT&T are 
the only companies in the private 
wire field, governmental controls—es- 
pecially over rates—are not likely to 
relax. Still, as Marshall points out, 
even the FCC has conceded that West- 
ern Union is entitled to a 742° -8°% 
return on its investment. “Western 
Union,” Marshall proclaims, “is not a 
charitable institution!” 

Having made a tramp into a lady, 
Marshall’s job from now on will be 
“to keep her that way.” Wall Street 
is betting that Marshall’s fair lady will 
stay a lady. 
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GENERALIZING 
GENERAL 


At first, Wall Street thought 

somebody might have rung a 

wrong number in the latest 
of the big mergers. 





No one has ever had any trouble un- 
derstanding what Donald C. Power, 
president of the General Telephone 
Corp.,* has been up to these last 
years. Ever since he became president 
of what was then a grab-bag of small 
telephone companies in 1951, Power 
has had only one aim: to establish 
General as one of the biggest utilities 
in the country. So he acquired tele- 
phone companies all over the nation, 
made General a billion-dollar giant. 

But last month when Don Power 
swung still another big merger, Wall 
Street was leit a bit more puzzled. 
From New York, Power and Sylvania 
Electric Products’+ Chairman-Presi- 
dent Don Mitchell announced that 
Sylvania was merging into General 
on a share-for-share basis. And if 
stockholders of both firms approve the 
merger, which seems entirely likely, 
the newly formed General Telephone 
& Electronics Corp. will ring some of 
the biggest numbers of all of U.S. in- 
dustry: total assets of some $1.5 bil- 
lion, sales of roughly $850 million, 
annual profits running about $58 
million. 

The Puzzler. At first glance, though, 
it looked to some as though Power 
might have rung a wrong number. As 
a telephone utility, General’s only 
stake in manufacturing has been in 
the related field of telephone equip- 
ment. At Sylvania, by contrast, Don 
Mitchell’s out.it makes everything 
from light bulbs and TV sets to cam- 
and the “electronic shield” for 
the supersonic B-58 bomber—but nary 
a telephone. Just what did the two 
companies have in common? 

The answer was really very simple. 
As Power himself has long since put 
it: “The telephone business is the 
same business, but the way you oper- 
ate it is changing. It’s becoming elec- 
tronic. In fact, we believe the day is 
not far off when the United States will 
be linked by a nation-wide electronic 
system, directed by electronic brains.” 


eras 


General Telephone Corp. Traded NYSE 
Current price: 571. Price range (1958): high 
5715; low, 403g. Dividend (1957): $1.85. Indi- 
cated 1958 payout: $2. Earnings per share 
$3.05. Total assets: $1,105.4 million 


(1957) 
Ticker symbol: GEN 


+ Sylvania Electric Products. Traded NYSE 
Current price: 557g. Price range (1958): high, 
577g; low, 31'%. Dividend (1957) : $2. Indicated 
1958 payout: $2. Earnings per share (1957) 
$3.48. Total assets: $247.3 million. Ticker sym- 
bol: SEP 
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The Electronic Switch. Sylvania, in 
short, is the electronic switch Power 
thinks he needs to turn on that new 
business. Such vaunted consumer 
lines as its TV sets and similar home 
products probably account for a com- 
paratively slender part of Sylvania’s 
total volume. Far bigger potentially: 
its general electronic lines. 

Even more to Power's point, last 
year Sylvania spent a walloping $18 
million on research, much of it on 
electronic switching gear, printed cir- 
cuits and similar devices. Basically, 
these are communications items, and 
this know-how fits right into the elec- 
tronic telephone systems Power fore- 
sees. Even Sylvania’s anti-missile 
missile system is basically a communi- 
cations device. In fact, the more Wall 
Street studied Sylvania, the more ob- 
vious the fact became that Sylvania 
hooks into the General lines much like 


research-minded Bell Laboratories 


GT&E’S POWER AND MITCHELL: 


a nation-wide electronic system? 


and Western Electric hook into Ameri- 
can Telephone & Telegraph. 

The Sylvania Side. The merger is 
not without benefit for Sylvania too 
For all its phenomenal growth, Syl- 
vania has been hard-pressed to muster 
the capital to battle such massive 
competitors as General Electric. And 
at this job Power, who will be chair- 
man and chief executive officer of the 
new company, Is a proven past maste! 
In seven years, he has raised a massive 
$714 million in capital for General 

Does the huge that 
General now no longer intends to 
keep adding telephones to its lines? 
Actually the answer came just a few 
weeks before the Sylvania merger, 
when General acquired the Richmond 
Home Telephone Co., of Indiana, thus 
adding another 20,000 phones to its 
system. Like the Sylvania 
this acquisition underscored one of 
Don Power's favorite theses: “The 
telephone,” he has often said, “is ou 
business, and everything we do is to 
build that business.” 


merger mean 
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CHEMICALS 


TOO MUCH OF A 
GOOD THING 


Right now industry can pro- 
duce fertilizer a lot faster 
than the farmer can spread 
it around. Result: Trouble 
for Louis Ware's IM&C. 


“ABNORMAL,” grumbled International 
Minerals and Chemical Corp.'s 
Chairman Louis Ware, 64, last month 
contemplating a $38,000 net deficit in 
his fall quarter balance sheet. What 
Ware considered abnormal was not so 
much the deficit—poor fall 
are expec ed in fertilizer—as the bitter 
market fight. “Never,” complained 
Ware, “has there been such competi- 
tion as there is today.” 

It was a 
out of ten 


Ware's 


quarters 


Sev en 
consumers of 


strange situation 

ultimate 
products 
never before had so much money to 
spend. Over-all farm income this 
year is estimated to reach $38 billion, 
an alltime record, and most businesses 
that depend on farm income have re- 


were farmers who 


ported better sales and earnings, such 
as J.I. Case, Allis-Chalmers and Deere 
Why not fertilizer? 

Rank Growth. To Wall Street it 
riddle. The problem in fer- 
tilizer is not too little 
rather too much supply 


was no 
demand, but 
Farmers are 
buying fertilizer at a steady—but not 
This year they 
will buy some 22.5 million tons of it. 

That hardly any in 
crease at all over the 22.4 million tons 
they spread in 1952 


an increasing—rate 


amounts to 


Capacity to pro- 
duce fertilizers, on the 
hit 30 million 


crease of 7°, 


other hand, 


tons this year, an in- 
in the same period 

In phosphate alone, which is Ware's 
biggest volume product, overcapacity 
is estimated by industry sources at a 
staggering 50°, 
essing 


4.5 million tons proc- 
capacity to about 2.2 million 
tons estimated demand. Potash 
accounts for 20°, of Ware's 
hardly better off. U.S plants can make 
2.7 million ton; of it annually vs. U.S 
demand of 1.9 million tons 

Abnormal Norm. In potash, too, ca- 
pacity is still than 
demand and is predicted to run more 
than million ahead of de 
mand by 1960 (Forses, Feb. 1). Fur- 
thermore, Ware himself is in the 
process of doubling IM&C’s own ca- 
pacity by developing a $20-million 
potash mine in Canada’s province of 
Saskatchewan. It looked last 
as though what Ware 
“abnormal competition” was 


which 


sales IS 


increasing taste 


one tons 


month 
called 


going to 


Louis 


be normal in the fertilizer market—at 


least for the next few yea 





STEEL 


THE MILL BY 
THE RIVER 


Wheeling Steel’s long-term 

modernization campaign is 

beginning to pay off despite 

the slump. Now for its fis- 
cal problems. 


Last spring, John L. Neudoerfer, 
seventyish president of Wheeling Steel 
Corp.,* moved up to the post of chair- 
man and. Wheeling’s board chose 
towering, ‘soft-spoken William A. 
Steele, 58, to succeed him. An engi- 
neer who had risen through the oper- 
ating ranks to executive vice-presi- 
dent, Bill Steele had his work cut out 
for him. 

Wheeling Steel, a rather conserva- 
tive old company, had been thrown 
together haphazardly in the 1920s, an 
amalgam of several light steel makers 
located over a 25-mile stretch along 
the Ohio River. For more than a 
decade Neudoerfer had toiled to put 
his house in order. When Steele 
stepped into the executive suite, Neu- 
doerfer’s latest program, a $75-mil- 
lion, three-year modernization plan, 
was nearing an end. Now it was 
Steele’s task to make the efficiencies 
pay off. 

Output & Income. By last month 
Steele appeared to be doing just that. 
Wheeling, which ranks tenth in ingot 
capacity, had accomplished something 
only National Steel among the major 
steelmakers had been able to do— 


*Wheeling Steel Corp. Traded NYSE. Cur- 
rent price: 52435. Price range (1958): high, 
5344; low, 33'4. Dividend (1957): $3.40. In- 
dicated 1958 payout: $2. Earnings per share 
(1957) $5.32. Total assets: $284.1 million 
Ticker symbol: WHX. 


WHEELING’S STEELE (L): 
capacity isn’t everything 
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actually increase its third-quarter 
earnings while operating at a slower 
pace. In the September period last 
year, Wheeling’s production amounted 
to 71.8, of capacity; this year it was 
only 67.6%". Yet Wheeling earned 72c 
a share in the 1958 quarter vs. just 
66c in 1957. This showing was no less 
outstanding for the fact that Wheel- 
ing’s earnings in the full nine months 
dropped 55‘; to $1.80 per share, below 
the average 47° decline of the eight 
major steelmakers. 

Like National, Wheeling was helped 
by its heavy commitment in tin plate, 
a continuously stable seller. Together 
with other tin mill products such as 
black plate, tin plate accounts for some 
35% of Wheeling sales. Relatively 
strong demand for tin plate and Soft- 
ite galvanized sheet helped Steele off- 
set to some extent his lower orders for 
cold-rolled sheet—used in autos and 
appliances—and small diameter pipe. 

But not the least of the strong cards 
that Bill Steele was playing so well 
was the company’s newly renovated 
physical plant. “Our expansion,” 
points out Steele, “doesn’t show up as 
growth in ingot capacity. It does, 
however, give us flexibility. What we 
have been after is better products 
at lower cost, greater profit instead 
of simply bigger sales.” 

Two-Way Lever. That, if the third 
quarter is any criterion, is exactly 
what Wheeling has now accomplished. 
Renovation, of course, has not solved 
all of Wheeling’s problems. Its tight 
little Ohio Valley operation is con- 
centrated in Pittsburgh’s surplus steel 
area, a region usually hard hit when 
business is dull. 

Short of picking up Wheeling’s 
plants and moving them elsewhere, 
there is little Steele can do about 
location. But Wheeling’s location is 
not all drawback. Strung out as they 
are along the river, these mills have 
the advantage of cheap barge service 
on the Ohio River. “That 
says Steele fondly, “means a 
deal to us.” 

Tricky Finances. Wheeling’s location, 
river and all, is something Steele has 
learned to live with. But he must also 
cope with a tricky financial problem 
which he has inherited from Wheel- 
ing’s early days. Although Wheeling’s 
sales have grown rather steadily, its 
earnings have fluctuated erratically. 
The reason is that the company’s 
capitalization is weighted heavily with 
preferred stock, which requires nearly 
$1.8 million in dividends each year 
and gives Wheeling one of the indus- 
try’s highest rates of leverage. With- 
out this prior claim on profits, it is 
doubtful that Wheeling’s common 
share earnings would have plunged 
so deeply in the first period (from 
1957's first quarter $2.12 per share to 


river,” 
great 





LEVERAGE 
AT WORK 


Wide swings in earnings are 
commonplace for Wheeling 
Steel. Reason: Wheeling has 
a huge amount of preferred 
stock outstanding, and this 
leverages common earnings. 
During the recession, Wheel- 
ing’s leverage worked as a 
handicap, depressed its prof- 
its further than those of the 
industry as a whole. 











. 1957 / — 1958 —_’ 
*U.S. Steel, Bethlehem, Republic, Jones & Laughlin 


just 3c this year), swung back so fast 
in the third (to 72c). 

Means toanEnd. Just how Bill 
Steele will handle his overhanging 
preferred is the big question. If he 
attempts to bring in the preferred at 
the call price of 105 (current market 
price: 94), he would have to spend as 
much as $37 million—more than three 
times his entire net income of last 
year. He could trade the preferred 
for common. But that, added to the 
dilution which will one day come from 
conversion of some $17.8 million in 
debentures, would increase Wheeling’s 
common capitalization by some 50‘,. 
That kind of dilution would be a high 
price to pay for stability. 

There is, of course, always the pos- 
sibility of using earnings to retire the 
preferred on a gradual basis. But this 
might drain off money needed for ex- 
pansion. “We're still looking the mat- 
ter over,’ says Gordon Hutchinson, 
vice-president and comptroller. “If it 
turns out to be a clear choice between 
spending for expansion and buying 
back our preferred, you can bet we'll 
go the expansion route.” 

Either way, though, Steele is deter- 
mined to bring under control the wide 
swings in Wheeling’s earning power 
—just as his predecessor licked the 
problem of obsolete plants. 
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FOOD CHAINS 


THE FINAL 
BASTION FALLS 


A&P, last of the privately- 

run corporate giants, has 

struck the flag to wider pub- 
lic ownership. 





One by one the bastions of the pri- 
vately owned, closely held corporate 
giants have fallen. In 1954 Campbell 
Soup. Ford Motor and Reichhold 
Chemicals in 1956. Champion Spark 
Plugs this year. Before the onslaughts 
of death, taxes and the need for out- 
side capital, the majority have swung 
open their doors—and their books— 
to the ordinary investor 

Last month the last major holdout 
ran up the white flag. The Great At- 
lantic & Pacific Tea Co., Inc.*, biggest 
grocer in the U.S., was preparing to 
bring its common equity out into the 
open. 

Out of Reach. Theoretically, A&P 
has been a publicly owned company 
these many years. But the 935,812 
shares of its common stock dealt in on 
the American Stock Exchange lacked 
voting rights. And the low-priced 
had a_ high-priced _ stock. 
Priced as it was at upwards of $400 
a share, A&P common was well out 
of reach of the average investor. The 
founding Hartford family and _ the 
Hartford Foundation still held 55°; of 
the common shares and 100°; of the 
voting common shares. The publicly 
held portion was traded quietly and 
all but unnoticed. 

Yet A&P was the largest merchan- 
diser in the U.S. Annual yearly sales: 
$4.8 billion, beating runner-up Sears, 
Roebuck by better than $1 billion; of 


grocer 


*Great Atlantic & Pacific Tea Co 
American Stock Exchange. Current price 
485. Price range (1958): high, 49712: low, 241 
Dividend (1957): $7. Indicated 1958 payout 
$8. Earnings per share (1957): $23.42. Total 
assets: $596.2 million. Ticker symbol: GAP 


Traded 


each dollar spent on food in the USS., 
6.7c went into an A&P store. 

Out from Behind the Curtain. The 
news last month meant that this $600 
million (assets) corporate 
was finally emerging from behind the 
balance sheet curtain. President 
Ralph W. Burger, 69, announced that 
the 935,812 shares of non-voting com- 
mon held by the public would be split 
10-for-1. So would the 1,150,000 
shares of voting common owned by 
descendants of Hartford and the John 
A. Hartford Foundation. In addition, 
the 260,632 shares of preferred, also 
traded on the Stock Ex- 
change, were to be exchanged on a 
3-for-1 basis. Also slated: a 
of A&P to the Big Board 

The result will be a capital struc- 
ture more in line with A&P’s size and 
standing: 28 million shares of voting 
common, of which 21.6 million will be 
outstanding. In moving to the Big 
Board with its new A&P will 
also have to raise the balance 
curtain that has shrouded its doings 
as long as it had only an “unlisted 
trading privilege” on the A.S.E. At 
present A&P interim re- 
ports, mails stockholders only a brief 
consolidated financial statement 
Now all that will have to give 
way to full disclosure 

Fire Sale. Wall Street's reaction to 
what had been the worst kept secret 
of 1958 (rorBEes, June 15) was akin to 
the opening day of a fire sale. For 
nearly an hour after the market 
opened it was impossible to bring to- 
gether buyer and seller. The common 
stock, which had closed the night be- 
fore at 445 and already was up 204 
points from the year’s bottom, finally 
was traded at 482, up 37 points in one 
day. It proceeded during the next few 
days to reach 49712, representing al- 
most a better than 100°, 
price in just one yea) 

What had caused A&P to strike the 
flag of private control? The probable 
answer: a desire by Hartford family 
stockholders to create a bette: 


colossus 


American 


move 


shares 


sheet 


issues no 


once 


a year. 


increase 1n 


mar- 


A&P HEIR HUNTINGTON HARTFORD (WITH OIL BY MARY CASSATT): 


creating a better market for A & P shares 
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THE LATE GEORGE HARTFORD: 
no longer a barrier 
their shares. George Hunt- 
Hartford II, namesake of the 
founde: holder of 10 of the 
stock. ago that 
they would welcome an opportunity to 
liquidate part of their A&P holdings 
Main stumbling block to their pla 
George Ludlum Hart- 
Said the Hartford 
“Nothing can be changed as 


ket for 
ington 
and 


long made it clea 


was his uncle 
ford younge! 
long as 
Uncle George is alive gut when 


he goes you can expect to see some 


very important changes The bar- 
rier to 
Uncle 

It was the prospect of these 
changes that prompted Wall Street to 
A&P in a light last 
inbred corporation 
ruled by the Hartfords, it already has 


begun to reach out to the 


change was removed with 


George's death at 92 a year ago 


appraise new 


month. From an 
broad busi- 


ness spectrum for directors 


Ralph W 


1950 and chairman as well 


Burger, president since 
since last 
month, had carried the ball alone for 
the Hartfords during the past decade 
To his added 
such men as John L. Burns, president 
of Radio Corp. of 
A. Price 
Westinghouse 
othe: 


board last month he 


America; Gwilym 
chairman of the board of 


Electric 


top-drawe! 


and several 
executives 
Another change 
Street is a de- 
A&P on price 
The Hartford-ruled em- 
pire, without voting stockholders and 


New Price Policy? 
hoped for by Wall 
creased emphasis by 
competition 
clamo1 


the accompanying dividend 


was dedicated to price competitior 
buying cheap and selling cheap 

Thus A&P in its latest yea: 
$50.7 


added up to a scant after-tax 


nette d 


an impressive million, but this 
profit ol 
dollar of ale Some 


tlate d 


lc on each 
pencil-sharp analysts have cal 
that A&P could do great things for it 
profits even without adding to 

If, for example, A&P could bring its 
margin even halfway to that of Flor 
ida-based Winn-Dixie Stores’ 2.1 

dollar, it 
year’s record pet 


on 
could raise last 


$23.42 


the sales 
share net of 


to something like $35 a share 





WALL STREET 


PAYMENT LONG 
DEFERRED 


When a preferred stock falls 
behind on its dividends, the 
shares can hardly claim blue 
chip status. But the ultimate 
payoff sometimes puts the pa- 
tient holder in the chips. 





To THE investor, the term “cats & 
dogs” applies to a stock of doubtful 
value with a conveniently low price 
tag to go with it. But not all of Wall 
Street’s cats & dogs fall into the 
under-$10 category. One particular 
group, though they carry price tags as 
high as $100 a share, nevertheless 
represent companies which are in 
trouble and paying no _ dividends. 
These are the preferred stocks with 
dividends in arrears. Not all of them 
fall into the cat & dog category, but 
none of them are blue chips either. 

They range all the way from Mis- 
souri-Kansas- Texas Railroad $7 pre- 
ferred, which has paid only intermit- 
tent dividends since 1931, to Universal 
Pictures $4.25 preferred, which sus- 
pended payments only this year. Yet 
all these companies have one thing in 
common: because of assorted finan- 





Company Arrears 


$ 6.00 
2.18% 
160.00 
1.68% 
18.00 
18.37 
622 
8.12" 
7.70 
174.75 


Amalgamated Leather $3 cv. 
Atlas Plywood $1.25 cv 
Consolidated R.R. of Cubo $6 
Gar Wood $2.25 cv 

Genl. American Ind. $3 cv.t 
Hearst Cons. Pubs. $1.75 ‘A’ 
Hoe (R.) & Co. $1 ‘A’ 

Hotel Corp. of America $1.25 cv 
Michigan Sugar 60c 


Missouri-Kansas-Texos $7 


PAYMENT DEFERRED 


These are the more important preferred is- 
sues which owe their holders back dividends. 


$ 55.00 


110.00 


cial and operating troubles they have 
fallen behind on dividends on their 
preferred shares. 

Stumbling Block. This, of course, 
points up one of the potential hazards 
to the investor in preferred stocks. In 
the case of bonds, a management must 
continue paying interest at the pain of 
being thrown into bankruptcy: but 
there is nothing to stop a company 
from omitting dividends on preferred, 
even if it is making money. 

But though the preferred stockhold- 
er rarely has any way of forcing man- 
agement to pay dividends, it does have 
one strong suit: his cumulative claim 
must be satisfied before the common 
stockholder can get anything. Where 
the preferred is cumulative, the com- 
pany must pay all the back dividends 
on the preferred before it can pay 
anything at all on the common. 

Thus whereas Katy Railroad com- 
mon stock currently sells for just $8.50 
on the New York Stock Exchange, the 
preferred brings some $65.50—despite 
the fact that there are almost as many 
preferred shares outstanding as com- 
mon. Reason: the preferred holders’ 
cumulative claim gives them a power- 
ful club. In order to give the closely 
held common stock some chance at 
dividends, management has had to of- 
fer the preferred stockholders a pack- 
age of securities that includes a $100 
debenture, a $110 income certificate 





Total 
Potential 
Claim* 


Call 
Price 


1958 
Payments 


1958 
Price Range 
$ 61.00 52 32'2 

27.68% - 18 .- 16 

270.00 392 - 33 

54.68°4 $2.81'4 34 32'2 

73.00 - 56 - 56 

48.37 3 - 14 

16.87'2 .37'2 - 8'2 

35.62'2 28 - 28 

17.70 .60 VW 


Recent 
Price 


25.50 


53.00 
55.00 
30.00 
16.25 
27.50 
10.00 


and a_ share of common stock. 

Is the Potential Practical? Are cu- 
mulative preferreds with arrears, then. 
really worth anything like their total 
potential claim value (arrears plus 
call price) ? Sometimes they are worth 
very close to it. Earlv in 1959, for ex- 
ample, preferred stockholders of Gen- 
eral American Industries (see table) 
will receive a check amounting to 
$18.75 per preferred share, represent- 
ing payment of the full arrearage. 
Mohasco Industries will clear arrears 
on both preferreds later this month. 
Several other companies have been 
making sincere efforts to reduce their 
arrearages or at least to prevent them 
from mounting higher. 

But, in the end, everything de- 
pends on the prosperity of the com- 
pany and the determination of man- 
agement to keep its faith with vre- 
ferred holders. Each case has to be 
judged by its merits—but the merits 
are well worth judging. In the past 
there have been some tempting pay- 
offs for patient holders of preferred 
stocks with arrearages. Among them: 
Alleghany Corp. $5.50 “A” preferred. 

In 1947 a preferred $100 share, 16 
years in arrears, was selling for just 
$25 on the Big Board. This year, the 
company paid the full $150 arrearage. 
Adding the dividend to the recent 
price of 92, leaves each Alleghany 
$5.50 preferred stockholder with a 
package worth $242 for every $25 he 
might have invested 11 years earlier. 

That was one case, at least, where 
close to the full potential claim was 
realized. 


MACHINE TOOLS 


POSTPONED 
PROSPERITY 


With no machine tool pickup 
in sight, Cincinnati Milling’s 
stockholders can be thankful 
for Fred Geier’s shipshape 





110.00 
105.00 
104.50 
100.00 
7.35 
41.00 
25.00 
107.50 
104.00 
53.00 
105.00 


284.75 _ 6776 - 65\2 
117.25 77 - 77 
119.20 87 

107.50 - 2476 - 

7.65 .30 454 - 

42.60 _ 
38.25 — 
127.75 - 93% - 672 
108.25 1.06'. 71 - 57 

53.96 25 2434 - 13'2 22 
180.00 6.00 101 - 79 85 


balance sheet. 
Mohasco Industries $3.50? + 


Mohasco Industries $4.20+ + 14.70 
New York, New Hoven & Hartford 7.50 
Old Town Corp. 30 
Penn-Texas $1.60 cv 1.60 
Robert Reis & Co. $1.25 ev 13.25 
Servel $4.50 20.25 
Universal Pictures $4.25 4.25 
Van Norman $2.28 cv. 96 
Virginia-Carolina Chemical $6 75.00 
Waitt & Bond $2 21.42 35.00 56.42 26%-14%2 23% 
Webb & Knapp $6 60.00 107.50 167.50 6.00 1282-107 1284 
*“Totai potential claim’ is redemption price plus arrears to which a holder would be entitled. 
Company has announced it will pay a dividend of $18.75 a share on January 20 (record 


December 30), thus clearing orrearage and the regular dividend for the December quorter. 
ttLast month Mohasco directors voted to clear all arrears on December 22. 


12.25 


Last month the U.S. machine tool 
manufacturers felt like the proverbial 
orphan at the feast. Everywhere else 
thére were signs of a pickup. But 
during the third quarter, new orders 
for cutting type machine tools slipped 
for the sixth successive time to little 
more than $60 million, a figure just 
one third that of early 1957. 

In Cincinnati, Ohio, Chairman Fred- 
erick V. Geier of Cincinnati Milling 
Machine Co., largest of all machine 
tool makers, was taking it on the 
chin like everybody else in the ma- 
chine tool business. In making his 


82 - 3's 











16 FORBES, DECEMBER 1, 1958 





nine-month report last month, Geier 
announced a 33°, decline in sales (to 
$81.5 million), a 65°. plunge in earn- 
ings (to $1.28 per share). 

The Squeeze. Yet Geier was much 
better off than most of his confreres. 
Industry shipments of cutting type 
machine tools had continued to drop 
steadily from 1957’s first quarter 
through 1958’s third period. But 
Geier had been able to arrest his 
own slide in shipments. Over the 
past four quarters, while industry 
volume fell 55°, Geier maintained his 
sales at a quarterly rate of roughly $27 
million. 

For Cincinnati Milling’s* stockhold- 
ers this was only partial comfort, how- 
ever. The leveling off of volume has 
not brought stability in profits. In 
the third quarter Cincinnati Milling 
earned just 26c per share, its fifth 
consecutive quarterly decrease. On a 
comparable sales volume in the final 
period of last year, Geier had brought 
75¢e a share down to net. 

The trouble was that Cincinnati 
Milling’s product mix has been chang- 
ing. Its sales of standard design ma- 
chine tools, which can be mass-pro- 
duced for higher unit profit, have 
gradually fallen off. Cincinnati Mill- 
ing has lately been producing a larger 
proportion of specialized types, prod- 
ucts which are virtually tailor-made 
and provide narrower margins of 
profit. 

The Rainy Day. Nor did the end 
seem in sight last month. Like most 
machine tool makers, Cincinnati Mill- 
ing gets most of its business from the 
auto industry and its suppliers. The 
outlook for very large future orders 
from Detroit is not encouraging. Hav- 
ing poured out huge sums for ex- 
pansion in recent years, the auto- 
makers today have highly modernized 
plants and an excess of production 
capacity. Bigger orders, if they come, 
will probably be from the aircraft 
and electrical equipment industries. 
Few Wall Streeters, however, believe 
that any major increase in over-all 
capital spending will occur very soon. 

Fred Geier, a great believer in put- 
ting things away for a rainy day, does 
have one strong consolation for stock- 
holders. His balance sheet is strong, 
and he has no long-term debt. He has 
accumulated over the years some $9 
million in a special reserve to help 
carry his employes on the payroll over 
just such a lean period. 

“Our plant operations,” points out 
Geier, “have been maintained at lev- 
els above those supportable by current 
orders or shipments. Our employment 


*Cincinnati Milling Machine Co. Traded 
NYSE. Current price: 38. Price range (1958) : 
high, 44!—; low, 27. Dividend (1957): $1.60 
Indicated 1958 payout: $1.60. Earnings per 
share (1957): $4.46. Total assets: $87.7 mil. 
lion. Ticker symbol: CMZ. 
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UNPROFITABLE 
PLATEAU 


Cincinnati Milling Machine 
has been able to halt the de- 
cline in its rate of shipments, 
unlike the rest of the still re- 
cessionary machine-tool indus- 
try. But because of a less 
profitable product mix, its per 
share earnings have continued 
to drop. 
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16 wks. in CMM 3rd Qtr.; 14 wks. in remaining quarters 
and operating reserve was established 
for just this purpose.” 

In the bank, moreover, Fred Geier 
(whose family owns some 38‘, of CMZ 
common) has stashed some $10.7 mil- 
lion in cash. That works out to ove 
$6 per share of common stock. Result: 
though earnings slipped to 26c a share 
in the September quarter, Fred Geie: 
felt sufficiently well-heeled to recom- 
mend paying Cincinnati Milling’s reg- 
ular 40c quarterly dividend. 


CINCINNATI MILLING’S GEIER: 


a cushion of cash 


CHEMICALS 


GHOST STORY 


Dead but not buried, 1.6. 
Farben’s notorious ghost is 
once again rattling in the 
closet of  litigation-bound 
General Aniline & Film Corp. 


“We’RE on the very settle- 
ment.” Happily blurting out . those 
words early last month, a spokesman 
for the Swiss holding company, Inter- 
handel, set off a flurry of excitement 
among investors in Zurich, Frankfort 
and Manhattan. He was predicting an 
imminent end to the Zurich firm’s 
ten-year legal tussle with the U.S 
government. At stake: Interhandel’s 
91°, -stock control of General Ani- 
line & Film,* $165-million, German- 
founded, U.S. chemical-and-photog- 
raphy complex 

Familiar Tale. Certainly everyone 
involved had heard all this before 
But each time the promise had come 
to naught. General Aniline continued 
under the sterile control of the U.S 
government, which had seized it as 
alleged enemy property at the time 
of U.S. involvement in World War II 

This contention Swiss Interhandel 
had always denied. But the U.S 
government position remained that 
Interhandel had acted in the deal 
merely as a front for the now-defunct 
German chemical cartel of L.G. Farben 
Neithe: willing to give 
ground 

This time, however, a 
looked likely. Washington was show- 
ing signs of weariness with the whole 
affair. More than once it had had to 
fight the case in front of the Supreme 
Court, and now the matter was before 
the International Court of 
The Hague 

Interhandel was even more anxious 
Only 
had nearly lost everything 
had 
the stock, had gone so fai 
a prospectus. As a last Inter- 
handel had taken the case to the In 
ternational Court. This 
because the U.S. was not 
obliged to Court's 


claimed was 


eve ol 


side seemed 


settlement 


Justice in 


for a compromise last year it 
The U.S 
sell 


as to issue 


government been all set to 


resort 


was truly a 
last resort 
even accept the 
what it 


domestic 


ruling on 
purely 
Frantic 


matte! 

Financiers. But if the Gov 
ernment was eager and the company 
Wall Street 
was positively drooling for a decision 
Contacts between 
the U.S. Government and Interhande!l 
The Street 


anxious for a settlement 


representatives ol 


had been going on secretly 


*General Aniline & Film Corp. Traded ove 
the-counter. Current price: 200. Price ans 
(1958): high, 220; low, 132. Dividend (195 
none. Indicated 1958 payout: none. Eart 
per share (1957) 75. Total asset 
million 


$6.75 





sniffed an immensely profitable un- 
derwriting lurking in the bush. 

Into action last month went such 
noted financial houses as Bache & Co., 
Blyth & Co., Lehman Bros., and Kuhn, 
Loeb. Bache alone had lined up such 
industrial and financial giants as W.R. 
Grace, Paramount Pictures and Day- 
strom, Inc. as buyers respectively for 
General Aniline’s dye, photographic 
and office copying machine businesses. 
Others reportedly interested in some 
of the juicy morsels: Bell and Howell, 
Monsanto, and Minnesota Mining. 

Well Worth the Trouble. The subject 
of all this behind-the-scenes maneu- 
vering was well worth the effort. 
General Aniline & Film has long been 
regarded by analysts as a company 
held in leash. Involved in a con- 
tinuing dispute over ownership, the 
company has been hobbled in its 
growth through the boom decade by 
being unable to issue new equity or 
to merge and expand with the free- 
dom of publicly held companies. 

Despite this its growth has been 
impressive. When seized as enemy 
property in 1942, General Aniline was 
worth about $35 million. At the end 
of 1957 its total assets were $165 mil- 
lion. The 540,894 A shares held by the 
Government at current market prices 
are valued at more than $100,000,000. 
Run by President John Hilldring, 63, 
and a board of directors in effect ap- 
pointed by the Attorney General, GAF 
last year rang up a net profit of $5.4 
million. 

Understandably, Interhandel was 
anxious to get its hands on the prize. 
“We have no connection with I.G. Far- 
ben,” insisted Interhandel, suing for 
recovery after the war. “We're Swiss 
and neutral. Furthermore, we bought 
General Aniline from Farben for $50 
million before the war.” But the pro- 
test made no impression on the Gov- 
ernment, which steadfastly resisted 
Interhandel’s claim. 

The whole thing seemed academic. 
1.G. Farben, cause of all the trouble, 


BACHE & CO.’S BACHE: 
“where do we go from here?” 


no longer even existed. Not even a 
corporate shell, it was a mere corpor- 
ate ghost. It was broken up by the 
Allies into five separate companies. 
Shares in these, together with a liqui- 
dation certificate entitling the holder 
to an interest in Farben’s overseas 
were distributed to former 
Farben stockholders. The liquidation 
certificate itself had a doubtful value 
since most of Farben’s overseas pos- 
sessions were seized by various Allied 
governments. 

The Ghost Wails. Nevertheless, it 
was these certificates which enabled 
Farben’s ghost to wail ominously last 
month. To the boundless chagrin of 
Interhandel, which has long main- 
tained that Farben has no connection 
with GAF stock, the holders of Farben 
liquidation certificates moved into 
Federal court. Their aim: to block any 
settlement until ownership of General 
Aniline has been decided. 

Interhandel was _ understandably 
embarrassed. GAF executives, care- 
fully saying nothing, were nonetheless 
chagrined at the prospect of 
delays. 

Almost equally disappointed was 
Wall Street, which would hate to see 
so fat a piece of underwriting fade 


assets, 


more 


 - 


I. G. FARBEN HEADQUARTERS IN KNOCKED-OUT FRANKFURT (1945): 
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a cause of Swiss embarrassment 


away. The new Farben move opened 
the possibility of further endless liti- 
gation and an indefinite postponement 
of the release of General Aniline. 
Groused Bache & Co.’s Harold Bache: 
“Where do we go from here? Your 
guess is as good as mine.” But the bet- 
ting last month was that the Farben 
ghost would not indefinitely delay a 
settlement that the interest and in- 
clination of everyone else made more 
than overdue. 


OIL 


SLOW STARTER 


Born of a giant merger, Sun- 
ray Mid-Continent had some 
anxious early moments. But 
now things are looking up. 


Wuen the Sunray Oil Co. merged 
with Mid-Contirent Petroleum in 
mid-1955, the combination seemed as 
potentially explosive as a tankful of 
high-octane gasoline. Sunray was a 
rich producer with millions of barrels 
of crude oil reserves. Mid-Continent 
was a refiner, with a vast network of 
service stations in the Midwest and 
mid-South. Together, they made up 
the thoroughly integrated Sunray 
Mid-Continent Oil Co.,* eighteenth 
largest company in an_ industry 
crowded with billion-dollar giants. 

But industry-wide troubles 
put a damper on many of the merg- 
er’s potential benefits. Oil became 
harder and more expensive to find in 
the U.S., and Sunray, though very 
rich in crude reserves, had always 
been a_ stay-at-home _ prospecto! 
Rising costs and competitive price- 
cutting squeezed Mid-Continent’s re- 
fineries. Result: at a time when many 
competitors were boosting profits 
sharply, Sunray Mid-Continent’s rose 
hardly at all. Between 1955 and last 
year, its net earnings from operations 
rose barely 10%. 

Turn-Around Time? Nevertheless, 
more than one Wall Streeter last 
month was beginning to wonder if 
Sunray Mid-Continent was finally on 
the verge of showing the full powe: 
of the merger. For Chairman Clar- 
ence H. (“C.H.”) Wright was well on 
his way to removing at least one of 
the barriers that had cut his earnings 
this year. From being a stay-at- 
home which looked for oil only in 
the U.S., Sunray was now hunting 
for low-cost foreign crude over a vast 
part of the Western Hemisphere. 

At least one part of the 


soon 


search 


*Sunray Mid-Continent Oil Co. Traded 
NYSE. Current price: 26. Price range (1958) 
high, 273g; low, 203g. Dividend (1957): $1.26 
Indicated 1958 payout: $1.32. Earnings pe! 
share (1957): $3.09. Total assets: $537.9 mil- 
lion. Ticker symbol: SDX. 
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seemed on the verge of success. Sev- 
eral years ago, Wright moved into 
Canadian oil. He went not only via the 
expensive drilling route, but by simply 
acquiring the established oil and gas 
producers. These turned out to be 
profitable investments. 

In themselves, however, they were 
no answer to the company’s shortage 
of cheap crude. So when Venezuela 
opened up lush, new concessions in 
1957, Wright decided to move in. 
Moreover, he knew just where he 
could the purchase price. 
While other oilmen turned to long- 
term debt for financing, shrewd C.H. 
Wright merely sold some $12.1 million 
worth of his Canadian holdings, paid 
the comparatively nominal capital 
gains tax and with a group of other 
oil companies invested the rest in 
three concessions in Venezuela. 

In Venezuela Wright played it cau- 
tiously. He put his money into semi- 
proven tracts, which meant he could 
hardly fail to find oil. Thus he could 
count on being able to tank cheap 
foreign crude northward in short time. 
It worked out exactly that way. Says 
President William C. Whaley: “Oil 
from this concession will be moving 
out by barges around January first.” 

The New Frontier. Wright may also 
be close to cashing in on the newest 
oil frontier of all: Alaska. Wright 
moved into the country in 1955, weil 
before Richfield discovered oil on the 
Kenai Peninsula and shot land values 
_ sky-high. As a result, Sunray Mid- 
Continent today is one of the largest 
holders of acreage on the Kenai 
Peninsula, some of it within two miles 
of production. Grins Whaley: “We 
are constantly receiving proposed 
farmouts from major companies.” 

At the same time, Wright is con- 
tinuing to cultivate Sunray’s domes- 
tic fields, even though they are not as 
profitable as foreign holdings. Sun- 
ray ranks as one of the industry's 
leaders in secondary recovery, the 
flooding of old oilfields with water to 
force unrecovered crude to the sur- 
face. No less than 33°; of Sunray’s 
production comes from this source. 
The major benefit: such production is 
not prorationed. This means Wright 
can pump up all the crude he wants 
while oilmen producing from new 
wells must adhere to a strict produc- 
tion schedule set up by the states. 

Gasoline Gambit. Wright also has 
been polishing up Sunray’s refineries. 
But since the nation’s refineries al- 
ready can turn out more: gasoline and 
other products than Americans cur- 
rently are burning, Wright has em- 
ployed another gambit for refining 
profits. He has upgraded Sunray’s 
refineries, so that they can turn out 
gasoline with higher octane ratings. 

One result: Sunray recently signed 


raise 
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Soup Foods 
excluding wholesalers like Consolidated Foods and cyclical 
canners like Calpak and Libby 
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SUNRAY’S WRIGHT: 


the merger was a natural 


the largest supply contract for gaso- 
line and jet fuels in its history. An- 
other result: Sunray’s gasoline sales, 
including its premium gasoline, D-X 
Boron, showed a 7.9% boost in sales 
over the first three quarters, vs. an 
industry average of less than 2°; in 
the same marketing area. 

Fiscal Good Health. All this pros- 
pecting and modernizing is, of course, 
expensive. But Wright has put the 
company in good fiscal shape. This 
year his cash flow probably will reach 
$87 million after direct and 
taxes but before depreciation, de- 
pletion and dividends. Even afte: 
paying off maturing debt and paying 
current dividends, he will have $55 
million left for capital spending. 

So, despite the initial difficulties, 
Wright is today more optimistic than 
ever about his three-year-old merg- 
er. “The joining of these two com- 
panies,” 


costs 


says he, “was a natural. . 
We have taken the merger in 
and the future looks good.” 


stride 


Operating Profit Margin 


PALATABLE PROFITS 


Of the nation’s Big Four food process- 
ors,” Campbell Soup gets by far the 
highest return on its sales dollar. One 
of the reasons: it sticks to a tightly 
knit line, including soups (75% of its 
sales), spaghetti, V-8 juice and the 
Swanson frozen foods, rather than dis- 
tributing a large number of lower- 
margined items. 





Campbells 








General Heinz Standard 


Brands 


FOOD PROCESSING 


BUBBLING 
MERRILY 


Campbell Soup's Bev Mur- 

phy is lighting yet another 

burner under his corporate 
pot, 





For Camden, N.J.'s 
Campbell Soup Co.,* the lowly to- 
mato has been what oil was to the 
Rockefellers and the Model T to the 
Fords. From this mere fruit Campbell 
Soup 


$308-million 


has fashioned an_ intriguing 
variety of products and some of the 
fattest profit the 
food business 

Not that Campbell limits itself to 
tomato products; it is the largest can- 
ner of all kinds of soups in the U.S., is 
the biggest maker of prepared spa- 
ghetti, and puts up a $70 million-a- 
year line of frozen TV dinners. But 
at least 50°, of Campbell’s $500 mil- 
lion-plus-a-year sales volume is eith- 
er directly produced from the tomato 
or at least liberally doused in tomato 
Sauce 

For Campbell, the tomato has been 
pure gold. In the fiscal year ending 
August 3, President William Beverly 
Murphy managed to hang on to an 
operating profit margin of 15.3c on the 
sales dollar. This put Campbell well 
front of 


margins in entire 


out in such competitors fo 
the supermarket shelf as 
General Foods, which earned 
11.4c on the dollar, 
Heinz, which made just 8.8¢ 

Low on the Menu. Yet Wall Street 
has not put Campbell high on its 
For one thing, its 
seemed to lack the and tang 
which Campbell's admen attribute 
to its soups. CPB first was brought to 
market 1954 when the 
of soup king John Dorrance decided 
to cut the public in on some 1.3 million 
of 10 million Campbell shares. But 
Campbell stock failed to share in 
the bull market that the 
S&P canned foods index well ove 
50°, 1954 and 1958. As re- 
cently as this spring, Campbell com- 
mon still sold on the New York Stock 
Exchange below its 1954 offering price 
of $39.25 

No doubt part of this disappointing 
showing could be traced to an under- 
standably stiff original offering price 
and to the tribulations of an unsea- 
soned stock on the Big Board. But 
more unforgivable from The Street's 
point of view, was the steady dilution 
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‘Campbell Soup Co 
rent price: 49'5. Price 
503,: low, 35',. Dividend 
cated 1959 payout: $1.50 
(1958) $2.95. Total 
Ticker symbol: CPB 


Traded NYSE. Cur- 
range (1958) high 

(1958): $1.50. Indi 
Earnings per share 
assets $307.5 million 
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in Campbell Soup's profit margin. A 
satisfying 16.8c on the sales dollar in 
1955, Campbell’s margin had dropped 
to last year’s 15.3c despite the fact 
that sales had increased by almost a 
full one third in the meantime. Re- 
sult: earnings per share increased 
only nominally between fiscal 1955’s 
$2.73 a share and 1957's $2.80. 

Frozen Food Blues.. "Much of the 
trouble began in 1955. In that year 
‘Bev” Murphy, 51, branched out from 
Campbell’s traditional heat-proc- 
essed soups, picked up the Swanson 
frozen food But Swanson’s 
packages and Campbell’s cans did not 
mix as easily as Murphy had hoped 
Almost from the start Swanson did 
a great deal Campbell’s 
sales totals than for its profit figures. 
In the end, Murphy unloaded Swan- 
son's butter, ice cream and commod- 
ity line, concentrated on its 
pies and casseroles. 


lines. 


more for 


frozen 


But Bev Murphy steadfastly argued 
that the Swanson deal had not burned 
the soup. It was, said he, only a case 

simmer. “Swanson has 
taken time to develop,” said he, “but 
it is now making excellent progress. 
It is far stronger today than it eve 
was.” 

Spaghetti to the Italians? There was 
little doubt last month that Murphy’s 
statement applied to all of $308-mil- 
lion assets Campbell Soup Co. as well. 
Wall Street’s longstanding skepticism 
notwithstanding, the entire company 
was bubbling merrily at last: Not 
only had per share earnings risen in 
spite of the recession, but they had 
broken all records in the second half 
of fiscal 1958 when Campbell earned 
$1.40 a share. 

Murphy, moreover, was clearly de- 
termined further to Camp- 
bell’s profits. “We are making good 
progress in constructing our first ov- 
erseas plant in King’s Lynn, Eng- 
land,” reported Murphy. Set to open 
next spring, it was a revealing move 
for the hitherto U.S. and Canada- 
bound company. For big competitor 
Heinz, to name but one example, last 
vear brought in $7.6 million of its $9.3 
million net outside North 
America. Overseas operations in the 
food business are traditionally the 
plumpest. If Campbell could add 
some thicker overseas profits to its 
already high-calorie domestic earn- 
ings, the company obviously might 
expect bigger and better profits in 
the years to come. 

Bev Murphy gave more than one 
hint that he hoped foreign earnings 
would become a bigger factor in the 
Campbell profit picture. “We have 
just grown American tomatoes very 
successfully in Italy’s Po Valley,” re- 
vealed he. “We'll move into Euro- 
pean manufacturing on a considerable 
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MINNE-MO’S DUNCAN (L): 


“money” to burn 


scale as convenience foods become as 
popular there as here. The house- 
wife has been our biggest 
competitor, but even in Europe she 
is beginning to act more like her 
American counterpart.” Murphy was 
not yet ready to try selling spaghetti 
to the Italians. But for his soups, and, 
more importantly, for Campbell's 
whole concept of convenience foods, 
Murphy thinks that all of Europe 
offers a wide-open market. 

Boise to Bologna. However Mur- 
phy’s tomato invasion of the Old 
World turned out, one thing was clear 
last month. Campbell, pushing its 
spaghetti and its soups from Boise 
and Boston to Bologna, could no 
longer be accused of having old- 
fashioned, sluggish management. Two 
thirds of its 91 products, in fact, are 
postwar babies. Nor could it be said 
Campbell Soup common was still sit- 
ting out the bull market. 
50 last month for the first 
history. CPB had left its 
price safely behind it at last 


always 


Crossing 
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CAMPBELL SOUP’S MURPHY: 


a deal to simmer 


FARM EQUirMENT 





WHAT THE 
DOCTOR ORDERED 


Minneapolis-Moline was fad- 
ing fast. But skillful diag- 
nosis and drastic treatment 
seem to have put the ailing 
firm on the road to recovery. 


LITTLE more than a year ago, many 
a Wall Streeter was just about ready 
to write off Minneapolis-Moline Co., 
the nation’s eighth-ranking farm- 
machinery maker (estimated 1958 
sales: $56 million), as something of a 
bust. Not only was the 93-year-old 
firm suffering from a longtime in- 
dustry-wide slump, but it was beset in 
addition by special afflictions as mani- 
fold as Job’s. 

Assorted Ills. Operating and 
other financial troubles, threatened 
proxy fights and changes in manage- 
ment, unsuccessful merger attempts 
and production difficulties had been 
the order of almost every day since 
1953. Then a year ago last October, 
on the eve of the company’s new fiscal 
year, a financial crisis developed that 
made those past seem merely like 
temporary sinking spells. 

With its operations in the red to the 
tune of million dollars 
with the company and its dealers 
loaded down with $55 million in un- 
inventories, Minne-Mo was 
unable to meet really important obli- 
gations: $17 million in short-term 
bank loans which fell due at that time 
Investors started selling out, dropping 
the price of the company’s shares, 
which had ridden as high as 18'4 
during the year, to a postwar low of 
7% in December. 

Calling Dr. Duncan. Meanwhile stock- 
holders controlling around 40°, of 
the company’s outstanding shares de- 
cided the time had come for drastic 
action. Headed by Chicago’s pub- 
licity-shy, ubiquitous moneyman J 
Patrick Lannan, the group took ove! 
the board of directors, called in 41- 
year-old J. (for James) Russell Dun- 
can, a vice president of Chicago's 
Consolidated Foundries and Manu- 
facturing Co., to head Minne-Mo's 
management, help work out 
gency treatment. 

Their joint diagnosis: the company 
had far too much capital tied up in 
the business considering the volume it 
was doing. Inventories were far too 
high; accounting practices far too 
loose; waste and _ inefficiency 


losses 


several and 


seasonal 


emer- 


were 


*Minneapolis-Moline Co. Traded NYSE 
Current price: 193g. Price range (1958): high, 
2015; low, 75g. Dividend (1958): none. Indi- 
cated 1959 payout: none. Earnings per share 
(1957): d$5.72. Total assets: $77.2 million 
Ticker symbol: MPW 
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rife throughout the organization. 

Within a matter of days, fast-work- 
ing Russ Duncan had begun writing 
off $3 million of obsolete inventory and 
unamortized engineering expenses. 
He followed up this move by per- 
sonally contacting as many as possible 
of Minne-Mo’s dealers, persuading his 
union labor to defer a wage increase 
for a year. By early spring he had 
made a good start at pruning back 
more of the company’s huge inven- 
tories as well as its low-profit and 
money-losing operations; reducing 
overhead, payroll, purchasing and 
other costs; improving efficiency. 

Road to Recovery. Late last month, 
helped by the long-awaited general 
upturn in farm-equipment _ sales, 
Minne-Mo’s doctor could point to 
many signs that his patient was well 
on the road to recovery: 

e Over a five-month period begin- 
ning in June, the firm’s new board and 
management had been able to pay 
in full the short-term bank loans out- 
standing. To celebrate the fact, last 
month Duncan publicly put a match 
to the $17.1 million in paid-off notes 
(see picture, p. 20) in a ceremony at 
the company’s Hopkins, Minn. head- 
quarters. 

e All dividend arrears on the two 
classes of its preferred stock had been 
cleared up. 

e The company’s current ratio of 
assets to liabilities was now 4.5-1, 
highest in many years, vs. 2.6-1 in 
1957. 

e Operating income had risen to 
$941,225 in 1958’s third quarter vs. 
$417,257 in the third quarter of 1957. 
Meanwhile net working capital had 
been increased $1.3 million (to $37.6 
million). 

e Thanks to a fat third quarter, 
Minne-Mo showed an operating profit 
of $355,877 in the first nine months 
its first such profit for a nine-month 
period since 1953. ° 

© The company is marketing a num- 
ber of new machines which, says 
Duncan, incorporate “tremendous en- 
gineering advances.” Meanwhile, its 
2,000 dealers have remained loyal. 

New Furrow. But Minneapolis-Mo- 
line was not safely in a profitable new 
furrow yet.’ For the nine months 
the company reported a net loss of 
$875,912 vs. a net loss of $531,451 in 
1957. Explains Duncan: “The figures 
are ‘not strictly comparable. Actually, 
net results were greatly improved, but 
there were non-recurring capital gains 
in 1957 of $637,557 from the sale of 
fixed assets. In the first nine months of 
1958, the special credits from such 
sales amounted to only $23,059.” 

Predicts he: “The loss for fiscal 1958 
will be very substantially lower than 
that for 1957. And our program for 
1959 projects a_ profitable operation.” 
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AIRCRAFT 


ONE STEP 
FORWARD, ONE 
STEP BACK 


Bell Aircrafts first post- 

Korean step forward was fol- 

lowed by a step backward. 

Will it happen again? 

AT THE end of 1954, President Law- 
rence Dale Bell, the now-deceased 
founder of Buffalo’s Bell Aircraft 
Corp.,* and General Manager Leston 
Faneuf happily toted up the year’s 
figures. They had every reason to 
congratulate themselves. Their blue- 
print to change Bell from a fighte: 
plane maker to an aerial research and 
development company seemed to have 
paid off handsomely. Sales _ had 
gained steadily and profits had risen 
even faster. All previous 
records had been shattered. “This,” 
smiled ailing Larry Bell, “was the 
most satisfactory year in our history.” 

A Penny Saved. But Bell Aircraft 
had taken one step forward only to 
slip two steps back. Before very long 
its smiles began to fade. Bell Air- 
craft ran into progressively higher 
development expenses and lower re- 
turn on military research and devel- 
opment work. With every yearly in- 
crease in sales, the company brought 
in less profit. Its margins 
from 3.4c net on the sales dollar to 
2.8c over the next two years. 


earnings 


narrowed 


Faneuf, who became president after 
Larry Bell’s death in 1956, tried to 
reverse the downtrend by snaring 
more production contracts. But mili- 
tary cutbacks pruned his 1957 net to 
$1.62 a share, a big comedown from 

Bell Aircraft Corp. Traded NYSE. Current 
srice: 207,. Price range (1958): high, 2353, 
ey 147,. Dividend (1957 $1. Indicated 1958 
ayout: 80c. Earnings per share (1957): $1.62 
Petal assets: $93.5 million. Ticker symbol 
BLL 


the $2.47 of happy 1954. His net profit 
margin: just 2.le per dollar of sales 
Off the Ground? Last month, Fa- 
neuf had finally gotten his profits off 
the ground again. As Bell’s 6,900 
stockholders+ perused the company’s 
nine-month report, they found that 
Faneuf had increased Bell's earnings 
per share nearly 10c to $1.26 despite 
a 7% drop in sales to $140.8 million 
During nine months when aircraft 
industry margins had been in a de- 
cline, Bell had brought in a rather 
good 2.4c net per dollar of sales. Re- 
cession or no, Bell seemed a sure bet 
to beat its 1957 net of $1.62 share 
Crosscurrents. But some Wall Street- 
ers felt that Faneuf may again have 
taken a only to slide 
back. Bell has now wound up a big 
and profitable subcontracting job on 
the B-52 intercontinental bomber. Its 
Rascal air-to-ground missile is sched- 
uled to be phased out soon. And al- 
though Bell leads all other helicopter 
makers in unit sales, Faneuf has still 
to convince the money men that Bell 
can wring much more out of this spe- 
cialized market. For 1959 Faneuf will 
be hard pressed to keep Bell's net 
level with that of 1958. 
Nevertheless, Faneuf can look for- 
ward 


step forward 


to some help from his seven 
commercial subsidiaries. Two of Bell's 
biggest subsidiaries, Wheelabrato: 
Corp. and Lake Erie Machinery Corp 
get most of their business from the 
auto and ‘| industries, both of 
which have been depressed but now 
seem headed for a upturn 
Since such commerical operations 
customarily provide Bell with broad- 
er profit than its military 
work, Les Faneuf has at least a fight- 
ing chance of keeping his latest 
forward from 


steel] 


solid 


margins 


step 


being 
back—despite an 
table decline in government contracts 


followed by a 


fresh slide inevi- 


To one of which Faneuf particularly 
answerable Wall Street's Equity Corp 
which holds just over 50 of Bell stock 
Equity has several seats on the board but 
says Faneuf irely interfere vith hi 


tional plans 


opera 


BELL’S FANEUF (L) WITH EXPERIMENTAL HELICOPTER: 


are profits off the ground again? 
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EUROPE’S COMMON MARKET 


How Will It Affect American Business? 








THE BRUSSELS SEMINARS 


At the request of the United States Government, in 
late fall Forses Magazine sponsored a series of two 
seminars at the Brussels Exhibition, attended by a 
distinguished panel of European officials and Amer- 
ican businessmen. The topic was “American Busi- 
ness and the Common Market.” Because of the 
importance of the inauguration of the Common 
Market area, beginning January 1, 1959, which will 
comprise the six nations of France, Belgium, the 
Netherlands, West Germany, Italy and Luxembourg, 
Forbes publishes here a digest of these deliberations. 
Participating in the panel were: 


FIRST SESSION 
U.S. Commissioner General Howard S. Cullman 
The Honorable Clifford Folger, U.S. Ambassador to 
Belgium 
Frank Pace, President, General Dynamics Corp. 
Pierre Jasper, General Manager, the Catex Cos. 
Jean Godeaux, Director of the Banque Lambert, 
Brussels 
Professor. Maurice Masoin, Louvain University, 
Moderator 


SECOND SESSION 

Ambassador Folger 

John Plaut, Deputy U.S. Commissioner General 

William Robinson, Chairman of the Board, Coca- 
Cola Co 

Baron Kervyn de _ Lettenhove, Conseiller Eco- 
nomique, Banque De Bruxelies 

Richard T. Purdy, Treasurer, American Motors 
Corp. 

Robert H. Faniel, Director des Relations Ex- 
terieures, Commission Europeenne 

Thomas P. Collier, Director of International Oper- 
ations, Motorola Co. 

Paul Chaumont, Attache au Service des Etudes 
Economiques De La Societe Generale de 
Belgique 

W. Samuel Carpenter, General Manager, Interna- 
tional Department, E.I. du Pont de Nemours 
and Co. 

Clement de Bievre, Directeur des Questions Eco- 
nomiques, Federation des Industries Belges 

Malcolm S. Forbes, Publisher, Forses Magazine 








FIRST SESSION 


As a market, how will the Common Market area compare 


with the U.S.? 


Jasper: Europe of the six-nation Common Market has the 
same number of inhabitants as the United States—160 
million and some odd. Western Europe has the same num- 
ber of workers as the United States—62 million. Its avail- 
able manpower is traditionally extremely well qualified. 
specialized and skilled. I believe that the qualities of 
European workers are certainly, intrinsically speaking. 
those of American labor. 

Yet the European standard of living is lower. One main 
reason, I believe, is the matter of access to raw materials 
and to power. Historically speaking, European industry is 
born from the resources found in its own soil—coal and 
mineral ores. But in Europe coal has become more and 
more expensive, and ore supplies have dwindled. 


What limitations have the six nations faced in the past 
that the Common Market may alter? 


JAsPER: We believe that a main handicap of ours has 
been the fact that, as a market, Europe has been divided 
You in America, by contrast, have a single, unified 
market. Owing to its division, European industry cannot 
produce to the very maximum of its productive capacity 
and thus in the very best profit-making conditions. 

We hope that the Common Market, by doing away with 
frontiers, and thus broadening our markets, will create 
an incentive to productivity throughout all of Europe 
We hope that, by improving the market conditions of 
production, we will enable the most efficient and com- 
petitive enterprises to reach their optimum size and en- 
hance their profitability. 


What will be the effect of the Common Market on tariffs? 


JASPER: The common customs tariff, effective throughout 
the Common Market area, will be approximately the 
arithmetic average mean of the tariffs which are now 
applied individually by the six member countries. Actual- 
ly, it might be slightly higher than the average, since in 
the determination of this mean we have not taken into 
account tariffs which are nil, or those between zero and 
3°. This applies to manufactured products—finished 
goods. 


Gopeaux: I believe that we might say that, as a whole, the 
increase in cost of raw materials will be relatively very 
small, very small indeed. I have heard people express the 
opinion that the production costs of raw materials would 
rise by perhaps 5°, to 10% as a whole. That, at least, is 
thought to apply in Belgium. Mr. Jasper would have, 
I think, more precise information. 
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Jasper: As Mr. Godeaux so rightly points out, there is a 
distinction drawn between the tariff situation of raw 
materials and semi-finished products on the one hand, and 
finished products on the other. The limitations of tariffs 
to apply within the Common Market are, if I am not 
mistaken, a maximum of 3% on raw materials, and a 
roaximum of 10% for semi-finished products. The tariff 
on finished products will, of course, be the arithmetic 
means or average. 


Why any tariffs at all for the Common Market? Why not 
free trade? 


Jasper: An American could argue that, after all, why 
not do away with customs barriers entirely and come 
back to free trade? 

Well, even the U.S. does not have free trade. The trans- 
actions within are very free, but not the outside trans- 
actions. Something like that is what we are trying to 
achieve with the Common Market area. 

Additionally, to pass from the kind of protectionism 
we have known to an atmosphere of freedom of inter- 
national trade cannot be achieved. by a simple decision. 
There are transitional problems. In the Common Market, 
we must allow the member countries to take measures 
to rehabilitate depressed areas. You see, there is a risk 
in the Common Market if it were to be at once too free. 
Through a very natural law, the regions which already 
are the most industrialized in Europe would continue to 
develop more rapidly, drawing to themselves all the new 
demands for production and the capabilities of production. 

The reason is this. In general, industrialists reason that 
it is better to set up industries in a productive region 
than in an area which is not as productive. These areas 
have resources, skills and markets. Now if we were to 
let free trade alone determine the formation of the Com- 
mon Market, we would see industrial concentrations in 
the very areas of Europe which are already the more in- 
dustrialized, and we would not have obtained the ad- 
herence of all the countries in the Common Market. 

Thus, it must be remembered, the very philosophy of 
the treaty of the Common Market is not the philosophy 
of freedom of trade alone. It is the philosophy of equality 
in the effort for economic expansion. 


How important is this factor of tariffs for an American 
company contemplating operations in the 


Market? 


Jasper: I think that Americans should not put too much 
weight on the purely mathematics aspects of this tariff 
program within the European community. If the Common 
Market nations produce all that we have reason to ex- 
pect, the value of national products is going to develop 
very rapidly. And thus nations outside the area, such 
as the United States, should find the capacity to ab- 
sorb their products with the Common Market coun- 
tries very greatly increased. So that the market that will 
develop will provide a very full compensation for the 
slight raise as a whole in the customs tariffs. The higher 
the standard of living promoted in Western Europe, the 
greater the advantages that the United States will derive. 


Common 


Pace: Quite obviously, the broader market that the 
Common Market offers is an appealing one. It offers an 
opportunity for production on a scale that will provide a 
return on investment that justifies capital expenditures 
that could not be justified in the case of smaller inde- 
pendent developing units. Therefore, we see the Common 
Market as, in reality, not a barrier but an opportunity 


Will this broadened market open scope for new efficiencies 
in European production? 
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Commissioner Cullman, Ambassador Folger, Frank Pace, 
Professor Masoin, Pierre Jasper, Jean Godeauzx (I to r). 


JASPER: More and more in the present world, technical 
conditions of production require mass production. If 
European countries want to apply automation, there must 
exist commercial conditions. There must be competitive 
outlets for the products of automation 

We hope that the association of the six participating 
countries will enable us to undertake kinds of new pro- 
duction which are certainly banned to us at present. This 
is not only true in the private sector, but in the public 
sector as well. It is quite clear that each of our countries 
has available too limited budgets to be able to take the 
initiative in the very sizable expenditures and subsidies 
necessary, for example, in nuclear research and produc- 
tion. We hope that, by grouping together, we will be able 
to do so. 

In short, we look to the Common Market to help us take 
full advantage of the possibilities in the field of scientific 
and technical research, in both private and public sectors 


How will the inauguration of the Common Market change 
the conditions for U.S. investment in the member countries? 


Gopeaux: I should first cite a very impressive fact. I 
had an opportunity to speak a few weeks ago at a meet- 
ing held under the auspices of the American Manage- 
ment Association. There were sixty-five important Ameri- 
can firms represented at this symposium. It revealed the 
great interest of American businessmen in the opportuni- 
ties afforded by the Common Market for investment. I 
am personally convinced that 
considerable 


these opportunities are 


What conditions do U.S. companies need to invest in 
Common Market countries? 


Pace: From us, you need capital. You need, in certain 
instances, technical developments that might not come 
your way. From you we need some assurance that we 
have an opportunity to trade on a basis that permits us 
to generate a reasonable profit margin on the investment 
we make. Thus I think that, not only do you have a very 
complicated proposition of making this program work 
internally, but I think you also have a very complicated 
proposition of making sure that in its operation external- 
ly it is accepted by those people who must play a part in 
making it succeed. What will be the situation as regards 
double taxation? 


Will profits of American companies operating in the 
Common Market countries be subject to double taxation? 


Jasper: There exists in Belgium, and I believe in the 





other Common Market countries, fiscal conventions be- 
tween our various countries and, of course, the United 
States, based on the principle of avoiding double taxation 
as much as possible. Americans can be assured that there 
will now exist no additional burden of taxes resulting 
from the fact that these investments are carried on abroad 
rather than domestically. 


What is the basic situation as respects fuel, in particular 
oil, in the Common Market area? 


Jasper: I believe that the great international oil com- 
panies are in favor of the Common Market. This appears 
quite logical to me since the suppression of customs bar- 
riers will enable us to distribute our oil better. European 
refineries will be able to divide their production and 
allocate their production better. 


Pace: Would you think that according to the treaty we 
should come to have a common price of oil products in 
Europe? 


Jasper: A single price? We must take into account 
internal taxes, of course. But these will not be dis- 
criminatory 


What is the position of coal? 


Pace: Europe has, of course, traditionally relied heavily 
on coal as a source of energy. There are some 250 million 
tons of coal available to the Common Market countries. 
But this coal is becoming more and more expensive. In 
most industrial contexts, raises in wages are paraieled 
by an increase in productivity. Unfortunately, this does 
not take place in these coal mines. The productivity there 
increases by about 1°) yearly, while productivity of other 
industries as a whole increases by 4‘; to 5% a year. 
You can see the gap that opens, considering the very 
high pressure on wages. It is a fact that must be accepted 


that in the future coal will become a more and more 


costly product. It is the law of nature. 

In relation to all this, let us also say that European coal 
production is not adequate to meet all the needs. In 
periods of high economic activity, European coal con- 
sumption is about 280 million tons a year. That is to say, 
there is a shortage of some 30 million tons a year which 
must be met through imports. 


What is the prospect for supplementary nuclear power? 


Jasper: In my country, Belgium, our electrical indus- 
tries intend to establish a nuclear powerhouse of 125,000 
to 150,000 kilowatts every two years in order to reach 
300,000 kilowatts by 1963 and 550,000 kilowatts in 1967. It 
will mean 16°, of the capacity of production of electricity 
in Belgium at that time. Later, when things go faster 
and better, this percentage will be at least maintained 

I believe that I can say that this is also approximately 
the case in Germany, the Netherlands, Italy. All these 
cases are similar to ours. In France the development may 
be somewhat different, because France contemplates 
reaching some additional economic and military objectives 
through programs for nuclear energy 


SECOND SESSION 


In the context of the Common Market, will American 
companies be called upon to change their methods in any 
important way? 


Rosinson: We may have to adapt ourselves to new con- 
ditions under the Common Market. We may have to 
change some procedures. We may have to be resourceful 
about it, and I think that goes for every business man 
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in Europe, whether he is concerned with foreign invest- 
ment or whether he is purely local. It’s a matter of 
adapting one’s self to these conditions because of the 
tremendous benefits that will flow from it. 


Are there difficulties ahead for American firms already 
operating in the Common Market countries, and how 
serious are they? 


RosBInson: I am a prejudiced witness in favor of this 
Common Market, and my interest and prejudice goes back 
a long way. Coca-Cola has been, of course, interested 
in world markets for a great many years. 

We would be foolish if we did not anticipate that, in 
the implementation of the Common Market treaty, there 
might be difficulties for our business that we have not 
envisaged. But I cannot conceive of those difficulties as 
being so large or so important that we could not easily 
absorb them in favor of the long term benefit the Com- 
mon Market will bring. We have no concern that the 
advent of the Common Market will affect Coca-Cola ad- 
versely in any important way. 


Purpy: Much as I would like to disagree with Mr. Robin- 
son for the sake of argument, I have to agree fullheartedly 
with the basic principle implied in the Common Market 
idea. 

But I think it is also plain that, in terms of immediate 
effects, the Common Market is going to hurt Americans 
in the type of business in which my company is engaged. 
the consumer durable goods business. In effect, it is go- 
ing to shut off from us markets that our products have 
enioyed in the past 

Thus it may seem odd that we could endorse the idea 
of a Common Market. I think the answer is that we be- 
lieve that if it will work and is good for the countries 
of Europe, then in the long run it’s good for America too 
If it will strengthen the economies of these nations in 
Europe and develop a greater and more sound degree of 
unity, then we as Americans will eventually benefit 


Will new American capital be welcome in the Common 
Market countries? 


Purpy: I have another question. Where we might be 
compelled to come in with new capital, is that capital 
going to be welcome in terms of continued assurances of 
repatriation of dividends? I don’t know whether divi- 
dends are the number one question. American capital 
might take the form of dollars or of capital goods. And 
if in capital goods. will it be welcome to the extent of 
allowing special censiderations so far as duties are con- 
cerned in getting those goods into the country? 


FanieL: Mr. Purdy has asked us whether American cap- 
ital is going to be welcome in the Common Market area. 
In all our countries we have organizations especially de- 
voted to attracting capital from abroad, and many special 
considerations. I do not believe that the creation of the 
Common Market will in any way change that. The same 
interest will persist. American capital will always be 
welcomed with open arms. 

But in one particular sense, the situation is changing 
Once the six countries are joined together, each one 
individually is going to be stronger than before, and 
the common foundation is going to be a firm one, a 
sound one. There is good reason to believe that the mone- 
tary situation is going to be eased up all around. While 
the demand for new capital is certain to grow, the local 
ability to supply it will grow too. 


What attitude will labor leaders be likely to have toward 
the development of the Common Market? 
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RosBinson: We have mentioned the necessity for states- 
manship among the industrialists and politicians if the 
Common Market is to develop in all its potentialities. I 
am wondering about the statesmanship of the labor lead- 
ers. What will happen if a plant in Southern Italy can 
produce with machinery and common labor a product 
now being produced at high wage rates in Belgium, 
France or Holland and the business is virtually wiped out 
in these high-wage communities? What will happen then? 
Will the people revolt against the Common Market idea? 
Is the government prepared to offer them other employ- 
ment, and to help relocate them? 

Another question: How long will the labor leaders 
stand still while labor in other areas which is now low- 
paid catches up in wages and fringe benefits? I don’t 
know whether a labor leader can be expected not to seek 
progressive improvement for his workers as against others. 

Maybe it boils down to this: How much approval have 
labor leaders given this idea of the Common Market? 


Kervyn: Of course, you are perfectly right. The effective 
realization of the Common Market will imply some inter- 
nationalization, not only of governmental functions and 
markets but also of the labor movements. I think they, 
the labor leaders, are extremely conscious of that fact. 

There have been, in Brussels itself, a number of con- 
ferences of representatives of labor unions from the var- 
ious countries concerned, all in the last few months. 
Their attitude has been, on the whole, one of backing the 
Common Market. But they certainly did worry about the 
full employment problems and the regional problems you 
have just mentioned. 


In spite of temporary dislocations, is all then serene for 
the Common Market? 


Purpy: I have some doubts in my own mind as to the 
Common Market’s complete success. Someone is going to 
be hurt in the working of the Common Market. Perhaps 
it resolves itself down to this: Will there be not only the 
political statesmanship necessary to its success, but also 
the industrial statesmanship? I don’t know but what I 
would rank that first, the industrial statesmanship. 


Forses: Are you then, in effect, writing off American 
Motors’ Rambler sales and Kelvinator sales in the Com- 
mon Market area? 


Purpy: Well, we won't do so happily. We have at present 
an assembly operation in Europe. It’s owned by local 
capital, incidentally. But surely that can’t continue as a 
profitable enterprise, shipping parts in and paying the 
duties and then assembling them here. We recognize that 
If we are going to stay in the Common Market countries, 
we are going to have to come in with a substantial share 
of our own capital. We hope that it would be supple- 
mented in some cases by local capital, but that may not 
always be available. 

KeRVYN: Would you care to add anything, Mr. Collier? 


Co.tuier: At Motorola we have some fairly specific inter- 
ests at stake in the Common Market. If we do not manu- 
facture here in one form or another, we will certainly 
be blocked out with our communications equipment. I 
think that it is only logical that we take some steps to do 
what is necessary to get established over here. 


What is the situation in transferring capital from one na- 
tion within the Common Market to another? 


Kervyn: It has been suggested that the coming into being 
of the Common Market may impel certain companies to 


switch capital from one country to another. What then 
would be the liability to tax? 
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What the treaty provides for is that at the end of the 
transition period, capital movements within the Common 
Market nations should be free of tax. This means essen- 
tially that the capital market of each country would be 
open to its partners, subject perhaps to certain restric- 
tions applying to government finance. 

However, if the U.S. Government opts to tax capital 
transfers from one area to another, that is another matte: 


What likelihood is there of antitrust activity within the 
Common Market countries? 


Forses: Suppose an American company with great re- 
sources, with vast and capable research facilities, were 
to blanket or dominate a market with a new and in- 
genious product and obsolete many existing products 
What attitude would prevail within the Common Market 
towards this sort of monopoly based on ingenuity? 


De Brevre: When such a company comes in and develops 
that kind of situation in fair conditions of competition, | 
don’t think that competitors find him very welcome ever 
you see. Basic is.the question of the fairness of the 
competition. 


KervyNn: That problem has never arisen in Europe so far, 
I think, and that bridge will be crossed when we get 
there. But I would be tempted to answer: let the chips 
fall where they may. Any company, American, German 
or French bringing in advanced technology and an entire- 
ly new product, well it will gain a commanding share of 
the market. I do not think that within the Common Mar- 
ket there would be any discrimination against an Amer- 
ican firm operating from within that area 


Forses: If then the chips fall where they may, it would 
seem that a few giant companies, by virtue of their re- 
search, are going to enjoy the fruits of that resource as a 
monopoly. If, that is, there is no reaction such as we 
have had within the United States toward balancing com- 
petition against ingenuity 


KervyNn: Well, we would hope that in that case somebody 
else, perhaps Americans, would also move in anothe: 
superior product and provide competition locally 


De Brevre: It is my feeling that in certain areas the Com- 
mon Market will do away with the cartel. I don’t think 
there will be new cartels arising. As a matter of fact, the 
position we are championing here is weakening the cartel 
What amounts to monopoly in one of the six member 
countries is just a fraction of the total output in all 


Ambassador Folger, John Plaut, Malcolm Forbes, Richard 
T. Purdy, William Robinson, Baron Kervyn de Lettenhove 
Robert H. Faniel, Thomas P. Collier, W. Samuel Carpen- 
ter, Paul Chaumont, Clement de Bievre (I to r) 





Southern California 
Edison Company 


DIVIDE NDS 


The Board of Directors has 
authorized the payment of 
the following quarterly divi- 
dends 


ORIGINAL PREFERRED STOCK 
Dividend No. 198 
60 cents per shore; 


CUMULATIVE PREFERRED STOCK, 
4.32% SERIES 

Dividend No. 47 

27 cents per shore 


The above dividends are pay 
ible December 31, 1958, to 
stockholders of record De 
cember 5. Checks will be 
mailed from the Company's 
office in Los Angeles, Decem 
her 31, 


P.C. HALE, / reasures 


November 17, 1958 


BOOKLETS 


Valuable booklets are published by 
many concerns and made available 
free to interested businessmen. The 
best of these on matters of wide 
interest are listed as a service to 
Forses readers. Address your re- 
quest, by number, to: Subscriber 
Service Dept., Forses Magazine, 
70 Fifth Avenue, New York 11, N. Y. 


521. 100 Ways To Improve EFFICIENCY 
—Save Money In Your Orrice: Faced 
with pressure on profits, smart busi- 
nessmen have recently been taking a 
good hard look at the many items that 
go into their office costs. Here is a de- 
tailed checklist that should prove a val- 
uable aid to them in doing so. Among 
other matters, it discusses the proper 
planning of office work, budgets, physi- 
cal office, storage, forms, selection and 
promotion of employes and supervisors, 
office equipment, mail department, tele- 
phone service, filing and record reten- 
tion (12 pages). 


522. DutcH SHares Or WELL-KNOWN 
Companies: Late last spring, the inter- 
national stock markets resumed their up- 
ward trend, temporarily halted a year 
ago this fall. Among them: the Amster- 
dam Exchange. The purpose of this book- 
let, prepared by Theodoor Gilissen of the 
noted Netherlands foreign-exchange bank 
of that name, is to “advise our friends 
abroad on the possibilities which the 
Dutch stock market presents . . . with 
its soundly managed concerns and their 
often still very satisfactory yields” (aver- 
age yield of common shares on the Am- 
sterdam Exchange: 6.2% vs. 3.7% for U.S. 
common stocks). Listed are 30 companies, 
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CONSOLIDATED 
CEMENT 
CORPORATION 


DIVIDEND NOTICE 


The Board of Directors of Con- 
solidated Cement Corporation 
has this day declareda dividend 
upon its common stock of 20 
cents a share with respect to 
the quarter ending December 
31,1958, and a further year-end 
dividend of 20 cents a share 
both payable December 12, 
1958 to stockholders of record 
at the close of business Novem- 
ber 28, 1958. The stock transfer 
books will remain open. 


HOWARD MILLER 
Treasurer 


\ No vember 14, 1958 
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Manufacturer of the Broadest Line 


of Building Products in America 


THE FLINTKOTE COMPANY 


New York 20, N. Y. 


quarterly dividends 
have been declared as follows: 
Common Stock* 
sixty cents ($.60) per share 


$4 Cumulative Preferred Stock 
one dollar ($1) per share 
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3 of them reviewed in some detail, in Beth Guidende ese peyehtc Decem- 
cluding a bank, three chemical and two ber 15, 1958 to stockholders of 
record at the close of business 








IBM 


175TH CONSECUTIVE 
QUARTERLY DIVIDEND 


STOCK DIVIDEND 


The Board of Directors of 
International Business Ma- 
chines Corporation has today 
declared a quarterly cash divi- 
dend of $.65 per share, pay- 
able December 10, 1958, to 
stockholders of record at the 
close of business on November 
12, 1958. The Board of Direc- 
tors also declared a 24 “% stock 
dividend, payable January 28, 
1959, to stockholders of record 
on January 6, 1959. 

Cc. V. BOULTON, 

Treasurer 

590 Madison Avenue 
New York 22,N. Y. 
October 28, 1958 





INTERNATIONAL 
BUSINESS MACHINES 
CORPORATION 








electronics firms, various other produc- 
ers (23 pages). 


523. Your Career Opportunities IN 
PuHarmacy: Toward the end of his first 
semester, the high-school senior must 
often make up his mind, if he has not 
done so earlier, about his career-to-be. 
Will he go to college or a professional 
school, and if so, which one? Here, in 
a study sponsored by Chas. Pfizer & Co., 
Inc., is a suggestion for a future often 
overlooked: that of pharmacist. Yet, as 
the booklet points out, it is a career 
rich in potential, one that has led to the 
presidencies of several pharmaceutical 
firms and wholesale drug houses as well 
as to public office (31 pages). 


524. Investinc In Costa Rica: In little 
Costa Rica, with its long democratic 
heritage, today’s businessman will find 
a decidedly favorable investment climate 
for foreign capital, declares this pamphlet 
just prepared by American & Foreign 
Power Co., Inc. Summarized in the book- 
let are data on the economy, living con- 
ditions and costs, currency and exchange, 
the tariff system and trade controls, bank- 
ing and finance, taxation, labor legislation, 
the rights of aliens. With an 18”x12” de- 
tailed pull-out map (37 pages.) 


November 20, 1958. 


WILLIAM FEICK, Jr. 


Vice-President and Treasurer 
November 5, 1958. 


* st i 
121” Gividend 


MERICAN 
Pena 


CORPORATION 


DIVIDEND 
NOTICE 


The Board of Directors has 
this day declared a quarterly 
dividend of 25¢ per share on 
the Common Stock, payable 
January 2, 1959, to share- 
holders of record December 
12, 1958, and a regular quar- 
terly dividend of 37% cents 
on the $25 par value Cumu- 
lative Preferred Stock, pay- 
able February 2, 1959, to 
shareholders of record Jan- 
uary 16, 1959. 


J. H. ASMANN 
Vice President 
November 5, 1958 


& Treasurer 
eeeeeseseveseeeeseee 
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a. 


The FORBES index 


- Solid line is computed weekly and monthly, gives equal weight to 
five factors: 





EE ee 


1. How much are we producing? (FRB production index) 
2. How many people are working? (BLS non-agricultural employ- 
ment) 





3. How intensively are we working? (BLS average weekly hours 
in manufacture) 


4. Are people spending or saving? (FRB department store sales) 
How much money is circulating? (FRB bank debits, 141 key 
centers) 


Factors 4 and 5 are adjusted for value of the dollar (1947-49 
= 100), factors 1, 4 and 5 for seasonal variation 


Plotted line is a preliminary weekly figure and may not necessarily 
agree with the revised monthly total. Dot indicates an 8-day estimate 
based on tentative figures for five components, all of which are subject 
te later revision. * 
























































"Final figures for the five components (1947-49 = 100) 
Sept. Oct. Nov. Dec. " Feb. March April May June July August Sept 


(prelim.) 
Production d 141.0 139.0 136.0 130.0 128.0 126.0 128.0 131.0 134.0 136.0 137.0 


Employment ) 120.0 119.4 120.1 116.2 115.7 115.6 114.2 115.2 115.3 115.3 115.3 
99.0 98.5 98.7 : 96.2 96.7 96.0 96.7 98.2 98.2 99.2 99.8 
111.8 117.5 122.1 112.3 119.8 120.8 123.7 125.6 131.2 137.8 129.3 
Bank Debits : 150.7. 148.2 137.1 142.9 135.7 141.7 145.1 142.9 153.6 148.1 150.7 
124.55 1245 122.8 119.5 119.2 120.0 121.5 122.4 126.5 127.3 126.5 





trial average. But a change in psy- 
chology probably awaits a_ strong 
by SIDNEY B. LURIE budget message—and this won't ap- 
pear until early January. Today’s 
enormously favorable supply -demand 
F equation, another of the stock mar, 
TuIs is a good time to think in terms ing points. b) 3 ket’s legs, is unlikely to be duplicated 
of the individual issues—which is Whether it be be- ' in 1959. At least not to the degree’ 
what everyone buys—rather than the cause of “built-in” ‘ where there is again an obvious 
stock market, which is little more _ stabilizers,or any- shortage of stocks 
than a subject for commuter train’ thing’ else, the The strongest of the four legs—im 
gossip. Reason for this approach is economy has dis- proving corporate profit margins, and 
quite simple: Throughout 1958, the played unexpect- : a young business recovery which i 
$64,000 Question has not been the’ ed resiliency and gaining breadth as well as stability 
negative “How High is Up?”—but the _ stability during the past six months require no comment. They are ob 
positive “What Will Change the In-_ In a word, this has not been a “nor- vious to every security owner who 
vestment Climate?” mal” year. reads the financial pages. The onl; 
For example, there is no question As has been detailed in previous question is whether they will live 
but that stock prices are high in columns, the major unknowns relate up to the market’s advance adve 
terms of the traditional yardsticks of to 1959 rather than to today. More  tising, to the peculiar speculative 
measurement. Today prices are rem- specifically, the 1958 winter stock hypnosis that all that glitter i 
iniscent of the end, rather than the market is supported by four legs, two gold. It may be, for example, that we 
beginning, of past major upswings. of which are strong, two of which are have entered a new and slower phas« 
But 1958 has been a uniquely differ- vulnerable (but not immediately so) of recovery, one where today’s gain: 
ent, rather than traditional, market The most vulnerable is, of course, are digested, consolidated, with the 
in that: a) Its bottom came from a_ “the inflation hypnosis” which prob- next leg “up” coming later on. But 
statistically higher level than that ably accounts for some 50 points of as was noted earlier, the big question 
which existed at past important turn- the present level of the Dow indus- _ is stocks rather than the stock market 


Let’s Talk About Stocks 
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There is always time for a major de- 
cision with respect to the proportion 
of funds to be invested in equities. 

For example, there’s more to Flint- 
kote than the 3-for-2 split which 
stockholders have been asked to ap- 
prove next March; or the distinct 


possibility that the dividend on the 
new stock will be higher than the 
$2.40 rate now paid on the present 
shares. Specifically: 1) An aggres- 
sive, top management has expanded 
the business into new lines which 
carry higher profit margins than the 





GENERAL MOTORS and the 
AUTO INDUSTRY in 1959 


TP HEIR major labor troubles behind them, the automobile manufacturers are 
now engaged in an all-out production race to stock dealers’ showrooms with 


their 1959 models. Ford was the first company to return to uninterrupted output, 
but General Motors appears to have the most dramatically re-designed new cars. 


How warmly will the public accept this 


sales of 


vear’s new models? 
small foreign cars cutting into 


How seriously are 


Detroit's market? And how is each 


domestic company likely to fare in the expanded, but still keenly competitive, 


automobile market visualized for 


These are the questions that the latest issue of 


1959? 


The Value Line Investment 


Survey seeks to explore. The answers are crucial not only for the investing public, 


but for the economy as a whole 


Much of the strength of the business recovery 


in 1959 will depend on the success of the new car models. Investment values will 
be affected not only in the automotive field, but in steel, rubber, glass and many 
other industries as well. You will want to check all your stock holdings against 
Value Line’s findings, so that you may spot the most promising investment op- 


portunities for the coming year 


Under the special offer described below, this important issue covering 62 


leading Automobile, Auto Parts, Aircraft and Airline stocks will be sent to you 
at no extra charge, together with the latest Summary of Advices on more than 
800 stocks. This key investment aid gives vou mathematically-derived Ratings of 
Quality and Intrinsic Value, and estimates of income for the year ahead; it also 
provides relative Rankings for Probable Market Performance in the Next 12 


Months and Appreciation Potentiality over a 3- 


? 


to 5-year period. You will find 


it especially timely to take advantage of this offer now 


A Special $5 Introductory Offer* 


You are invited to receive, at no extra charge under this special offer, the 


old. 2) Not only does Flintkote have 
the broadest line of building products 
in the industry, but about 60% of 
such sales is represented by main- 
tenance and repairs. 3) This year’s 
earnings should be close to last year’s 
$3.08 per share, and_ substantially 
more is in prospect in 1959, when a 
cement-producing subsidiary’s new 
capacity comes on line. 

Similarly, a strong case can be 
made for buying Otis Elevator and 
not just because the $2 dividend soon 
may be liberalized. This year’s earn- 
ings will reach a record $4 per share 
(excluding about 80c per share undis- 
tributed foreign earnings) and 1959 
should be even better. There are un- 
appreciated dynamics in the elevator 
business. 

The arguments in favor of the oils 
are also persuasive: the industry's 
statistical position has improved; re- 
cent price weakness is_ essentially 
transient; and demand will increase in 
1959. Mission Corporation is available 
at a 39°, discount from its asset value 
which is primarily represented by con- 
trol of Skelly Oil, a strongly situated 
domestic producer-on-balance. 

True, these are not the “brains com- 
panies,” i.e., those that either have a 
practical monopoly in a_ particular 
field (such as Polaroid), or, those 
whose earnings have grown far more 
rapidly than the average industrial 
company (IBM, Litton, Texas Instru- 
ments are a few that come to mind). 
But these romance stocks sell any- 
where from 40 to 90 times earnings— 
which is a little rich for the average 
investor’s blood, and a little rich for 
the unsophisticated investor. 


current 80-page edition of the Value Line Survey with analyses of the Auto, 
Auto Parts, Aircraft and Air Transport industries. Included are full-page Ratings 
and Reports on 62 leading stocks. Among those covered are: 


It’s easier to become enthused about 
a company such as Rheem Manufac- 
turing, around 16, for the values are 
obviously apparent, and haven't yet 
been fully appreciated by the market. 
For one thing, as is evidenced by a 
recent 10c token dividend, the com- 
pany has turned the corner, and the 
1959 earnings potential could be rela- 
tively exciting. Rheem is an indirect 
speculation on the building industry 
about one third of its volume 
(primarily in its well-known water 
heaters) is dependent on this field. 
Secondly, the new aggressive man- 
agement which was stymied by the 
1957-58 recession should begin to pay 
off in 1959. Witness the fact that an 
automobile coil and bumper plant, 
which was built to do twice its cur- 
rent volume, probably will be “in the 
black” in 1959. Furthermore, there 
are exciting developments in the bulk 
food packaging field and Rheem’s basic 
market is industrial packaging. 

Similarly, it’s possible to enthuse 
about Singer Manufacturing, around 
39, (paying $2.20) even though this 

(CONTINUED ON PAGE 38) 


Pan American Air 
Trans World Airlines 
United Air Lines 
Bell Aircraft 

Bendix Aviation Martin Co. 

Boeing — McDonnell Aircraft 
Curtiss-Wright North Amer. Aviation 


American Motors 
Chrysler Corp. 
Ford Motor 

Ford Motor (Can.) 
General Motors 
American Airlines 
Eastern Air Lines 


Douglas Aircraft 

General Dynamics 
Grumman Aircraft 
Lockheed Aircraft 


Republic Aviation 
United Aircraft 
Borg-Warner 
Budd Co. 
Eaton Mfg. : 
Electric Auto-Lite 
Timken Roller 
Phis introductory offer will also bring you by return mail a copy of the latest 
Value Line Summary of Advices on 850 major stocks and Special Situations 
with Value Line’s objective measurements of value. Under this offer, you will 
also receive the next 4 weekly editions of the Value Line Survey with reports on 
over 250 stocks, a new Special Situation recommendation, a Supervised Account for 


Report, two Fortnightly Commentaries and Weekly Supplements. 
Annual Subscription $120 *New subscribers only 


To take advantage of this Special Offer, fill out and mail coupon below. 


Name 


ee 
Send $5 to Dept. FB-118 


THE VALUE LINE 


INVESTMENT SURVEY 
Published by ARNOLD BERNHARD & Co., Inc. 
VALUE LINE SURVEY BUILDING, 5 EAST 44TH STREET, NEW YORK 17, N.¥ 


State... 
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SUCH OPPORTUNITIES COME 
ONLY ONCE IN A LIFE-TIME 


My fortune-building formula is to en- 
able investors with small funds rapidly to 
acquire financial independence. I have 
done research to that end for nearly fifty 
years. More than five thousand investors 
can testify to the fortune-building success 
of my discoveries. The formula is very 
simple. We find you the basic potentials of 
growth in low price stocks. Holding these 
basic growth values has quickly doubled 
the funds of clients time and again. Our 
current recommendations are selling at 
about ten percent of their potential values. 

Thirty years ot conspit uous success for 
clients has built us pre-eminent recogni- 
tion for our fortune-building growth dis- 
coveries. That is why over five thousand 
investors are reading our weekly “Stock 
Market Appraisements” we formerly syn- 
dicated nationally on financial pages un- 
der the heading, “ROYSTONE SAYS.” 

Our newspaper followers found that 
discovering fundamental growth values is 
the basic factor in fortune-building. No 
wonder Wall Street is so anxious to keep 
in contact with our recommendations. 

This demand from everywhere for our W. 
reliable guidance in selecting special 
values forced us to publish our 
comments in inexpensive weekly analvtical for investors 
guidance bulletins which are now being “the most 

° future sent 
read by thousands of investors each week. Safety Rules 

To buy low-price long-term growth situ- 


growth 


Who, from devoting many vears building fortunes 

America Tomorrow called 
econom guide r the 
his clients with his 27 

ivestors and Traders 


Thinking realistically we must igree 
that fortunes are built from small funds 
only through far-sighted specializing. not 
through diversification. A few poor selec 
Funds 


clients 


tions destroy the gains of years 
were greatly 
bought a 
went to 


ago we 


when our 
special situation at four that 
twenty-four. Not 
advised our 


incre ised 
many months 
subscribers to buy 
another discovery below four dollars that 
quickly went near twenty and now looks 
much higher. We expect many of the 
discoveries we are recommending to dou 
ble current cheap prices many times 

The only sure fortune-building is done 
through such fund enhancement research 
That alone will offset the rising cost of 
living. Fortune-building requirements call 
for at least a fifty percent fund 
year. Instead, the great majority of in 
their cash values shrink 
Not so long ago when one of our dis 


gain each 
vestors see 


coveries was selling near three dollars we 
said, “a few hundred shares bought now 
should pay for the future education of chil 
dren, soon pay off the mortgage or pro 


H. ROYSTONE vide security for old age.” It went up im 
INVESTMENT ANALYST 


mediately and advanced about one thou 
American Stock Ex 
change and promises much greater growt} 
Now, we are 


sand percent on the 


approving other low price 


growth situations that also 


promise 





ations before the public recognizes their 

potential values largely eliminates the hazards of speculation 
Now. thanks to the discovery made while evaluating fundamental 
nsvchological factors found in the Roystone Heavy Industry 
Formula, we follow the rules that make for growth. Currently we 
anticipate a long bull market in natural commodity growth stocks. 
We are exploring the field to uncover the issues that show the 
greatest fortune-building potentials. 

Ignoring the rules for fortune-building, the average investor 
never has a profit chance. Unfortunately, investors and traders 
are equally victims of popular sentiment. They buy when they 
should sell and sell when they should buy. To protect clients 
against these errors, we developed our 27 Safety Rules for 
Investors and Traders. 

We build on growth, not petty profits. One may not go broke 
taking quick profits but certainly one never gets rich. We select 
growth values in their infancy that are independent of adverse 
conditions. This makes all the difference between failure and 
fortune-building. 

Naturally, knowing the long trend turning points is essential 
to the investor. Knowing a “bull market” from a “bear market” 
is one guarantee of security. At the end of the Korean War this 
was almost the only service to see a long rising market ahead 
Waiting and watching for such profit opportunities has built 
most of the large fortunes made in Wall Street. 

There are thousands of smaller investors, intelligently accumu- 
lating fortunes, who welcome technical data and a diagnosis of 
our growth situations we recommend for substantial income and 
rapid crowth. 


CAPITAL GAINS—NOT DIVIDENDS—BUILD FORTUNES 


One of the most prevalent fallacies that distorts the judgment 
of the average investor is the idea he can buy the strong spots in 
an advancing market and be sure of a profit. He has slight 
knowledge of stock market psychology and the dangers of 
following the activity in stocks. He knows next to nothing of the 
research needed in selecting growth values. He does not know 
how few are impulsed by the special advantages we look for in 
our discoveries. 


usual capital gains 


Read what the Press Service that 
syndicated his "Comments" said: 


“What the best 
Street from the small speculator to the largest investmet 


“One thing is certain 
With a truly remarkable re 


this service he has foreseen all the 


Rovstone says . Is respec ted by 


knows the stock 
ord if earlier years while 


important market 


Rovystone 


“Followers all over America look upon Roystone as 
reliable long-term market diagnostician 
Wall Street technicians.” 


among the many 
We earnestly believe there is a tremendous need for hor 


Such 


vestment and business guidance assistance can he 
only from factually appraising future 

in the light of political and social trends 
there is small hope 


independence 


investment 
Without such gu 

for the individual:in his quest for finan 

there are rules for 


opportuni 


Remember, fortune-bu 


THE HUNDREDS OF LETTERS OF GRATITUDE AND PRAISE 

FROM OUR THOUSANDS OF HAPPY CLIENTS LIVING 

ALL OVER AMERICA AND THROUGHOUT THE WORLD 
WOULD FILL VOLUMES 


Now, to help you in your personal problems, we have 


our special Contact Service 1 
The fee (for 52 weeks) 
dollars or five dollars for 
covering the next seven weeks of the current critical pe 
Thousands of our clients realize that when and what 
is the secret of safety and fortune-buildir 
you send twenty-five dollars ask for the names of ou 


protective and instructive 


place our newspaper comments 


present is only twenty-five 


success In 


growth discoveries that we expect to more than double 
the next few weeks: And also request “America Tomo 
those famous 27 Safety Rales for Investors and Trad 
ibers may send a list of their stocks for the persor 
ments of W. H. ROYSTONE, Forest Hills 7 Long Island 
(Instituted 1931.) pointment, § 


su lose 


Midtown consultation ap 
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Here's all 
we have to know 
to open your account... 


That's right. Dealing with a broker 
can be as easy as filling out this form. 

If you think you might like to buy 
stocks or bonds—-now or any time in 
the future—-why don’t you fill it out 
and mail it in? 

It won't obligate you in any way, 
but it will enable us to set about the 
business of opening your account. 
Once that’s done, we'll let you know, 
and then any time you want to buy or 
sell securities, all you'll have to do is 


give us a call. 


NAME (Please print) 


Mailing address (Street) 


(City) (Zone) (State) 


Home Phone Business Phone 


Are you over 21? Are you a U. S. Citizen? 


Have you ever been a customer of this firm before? 
What office? 


Name of your bank 


To comply with New York Stock Ex- 
change regulations, please supply the 
following information about yourself 
or if you're a housewife 
husband. 


-about your 


Name of employer 


Kind of business Position 


Signature 


All filled out? Then just mail it to— 


ALLAN D. GULLIVER, Department SD-82 


Merrill Lynch, 
Pierce, Fenner & Smith 


Men: he rs New Y ork Stock Ex hange 
and all other Principal Exchanges 


70 Pine Street, New York 5, N. Y. 


Offices in 112 Cities 





BINVESTMENT POINTERS 


by JOSEPH D. GOODMAN 


A Post-Election Market View 


APPARENTLY, the stock market inter- 
preted the election results as a man- 
date for further spending by the Gov- 
ernment. It seems that the people now 
expect the Government to do what- 
ever is necessary to provide full em- 
ployment. Merely pondering about 
this matter, the following possibilities 
come to my mind. 

e Considering that almost every- 
thing else has gone up in price, 
around five times the prices existing 
50 years ago, it seems to me that the 
price of gold ought to be increased to 
at least $100 an ounce all over the 
world (while we still have $20 bil- 
lions). If the change were made in all 
countries at the same time, foreign 
exchange rates would be unchanged. 
Our Government could use part of 
the “profit” to reduce the national 
debt ‘at the rate of around $3 billion 
a year for quite some time. 

eI think it would be well to in- 
crease the allowance for depreciation 
of machinery, plant, equipment, etc., 
so that these items can be written off 
in about ten years. By so doing, it 
would almost insure good business 
and thereby increase the tax receipts 
of the Government. 

e Reduction of the capital gains tax 
would cause many people to take 
profits on securities, and the Govern- 
ment would be the beneficiary. 

® Reduction of the 


income tax in 


the high brackets 
would give those 
who have _ the 
ability to make 
money more to 
spend and give to 
charity. 

e Large __ cities 
should be urged to secure adequate 
water supplies, and to build adequate 
hospitals and homes for the aged in 
every community. Everyone should 
pay sufficient charges for these items 
to pay the interest on bonds issued 
for their financing. 

e Toll roads, tunnels, and bridges 
should also continue to be built on a 
self-liquidating basis. 

e The reserve requirements against 
demand deposits of banks in Central 
Reserve cities and Reserve cities, to- 
taling about 50 cities in all, should be 
reduced. 

e If corporation taxes were reduced, 
it would increase business spending 
and, therefore, increase employment 
and tax receipts. 

eA national rmgnufacturers’ sales 
tax on all items except food, drugs, 
and non-luxury clothing should be 
levied. 

® The post office should be made 
self-sustaining by increasing postage 
rates for all classes of mail. 

Since October of last year, the stock 
market has had a very substantial 
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rise. In fact, much larger than had | 


generally been expected. Very often 
most of the money lost in the stock 
market is due to an attempt to catch 


the last 10% of the rise. At this writ-' 


ing, I would prefer not to make new 
suggestions for buying stocks, but in- 


stead consideration of the following 


bonds. 


Issues Recent Price 


American T.&T., 5's, 1983 

American Tobacco, 3’s, 1969 
Atchison, 4's, 1995 

Cons. Edison, 3's, 1972 

Gen. Motors Accept. Corp., 3's, 1958 


National Dairy, 3's, 1970 

N. Y. Telephone, 3's, 1989 
Northern Pacific, 4’s, 1997 
Phila. Electric, 334’s, 1988 
Southern Pacific, 44's, 1981 


Texas Co., 35@’s, 1983 

Union Pacific, 2%'s, 1976 
U.S. Steel, 4's, 1983 
Consum. Power, 41's, 1988 
Cons. Edison, 4's, 1988 


Hart. Electric, 43@'s, 1988 
idaho Power, 41/’s, 1988 
Madison G.&E., 45's, 1988 
Nat. Fuel Gas, 4%'s, 1983 
Public Serv. E.&G., 45@’s, 1988 


So. Cal. Edison, 45e’s, 1983 

Tenn. Gas Trans., 538’s, 1979 

Glidden, 434's, 1983 

int. Harvester, 45¢@’s, 1979 

Sears, Roebuck, 434's, 1983 

Texas East., 55e’s, 1978 

Should a substantial setback in the 
stock market occur, I would especial- 
ly recommend electric utility stocks, 
oils, metals, supermarkets (especially 
American Stores), and Sears, Roe- 
buck. Of Sears’ 75 million shares out- 
standing, 26% is owned by the em- 
ployes’ pension and_ profit-sharing 
plans, and about 5% additional is 
owned by directors, officers and em- 
ployes. 

Twentieth Century-Fox would also 
look like an interesting low-priced 
speculation on a reaction of several 
points. The current price is°37, where 
the yield is around 442% on the pres- 
ent $1.60 dividend. Television has 
hurt the motion picture industry for 
some years; however, with the cur- 
rent trend on TV being from live 
shows to films, I believe the produc- 
ing companies could show important 
gains in earnings during the next few 
years. Indeed, I believe eventually 
the two industries will consolidate. 

During the months ahead, 20th Cen- 
tury has scheduled for release some 
very promising films, such as The 
Diary of Anne Frank, etc., which could 
stimulate next year’s earnings. Dur- 
ing recent years, 20th Century’s main 
source of earnings has come from the 
production of films for television, from 
foreign revenues, and from oil and 
natural gas royalties (the value of 
which is estimated to be substantial). 
Capitalization consists of $30 million 
in funded debt, and 2,280,380 shares 
of common stock, which, incidentally, 
is less than the 2,644,000 shares owned 
in 1957, as the company has been 
purchasing its own stock since then. 
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Let Us Send You 
MOODY’S YEAR-END REVIEWS: 


How to Invest 
Successfully in 1959 


You will have to think independently more than ever in 
the coming year to take profitable advantage of the wide 
swings expected in investor sentiment and in stock prices. 
To be successful in 1959 you will have to keep your in- 
vestment goals and specific selections free of the “crowd 
psychology” which is so widespread today. 

Here are some of the specific guides offered you in the 
special December issues of Moody’s Stock Survey which 
you are invited to accept: 


5 stocks with “different and “‘new" investment approaches. 
These issues have independent characteristics. 


10 “‘science” stocks, building on research. 
New vistas in technology favor these companies. 
15 stocks with best 1959 prospects for higher earnings. 
These are all sound investment issues we favor. 


12 oil and mineral stocks for inflation protection. 
Use these to face the future with full confidence. 


50 industries analyzed: “‘best"’ issues in each group. 
The groups with most favorable outlook for 1959. 


3 guide portfolios: $5,000, $10,000 and $20,000. 
Model lists if your investment funds are limited. 


14 selected extra-high yielding issues. 
Will meet your need for more generous income. 


3 lists of attractive preferreds and convertibles. 
How should these securities be used in your planning? 


Mutual Funds as an area of investment in 1959. 
Can they fit into your investment program? 


12 cyclical issues that should sell higher in 1959. 
Selections for near-term profit prospects. 


Looking ahead to the “Sixties.” 
Will stock investors find them sound and profitable... 
inflationary ... or riddled with boom and bust? 


These special issues of Moody's Stock Survey will be 
useful guides throughout the year. They will also acquaint 
you with the sensible, feet-on-the-ground approach of 
Moody’s staff of specialists — an approach that can help 
you achieve steady, profitable results. 


MAIL THIS COUPON NOW 


Send the 5 December issues of Moody's Stock Survey in- 
cluding the special Year-End Studies, at the introductory 
“guest-subscription™ rate of $5. (New readers only.) 


Name 


Address 
Attach $5 and mail today to Dept. F-121 





Moopy’s STOCK SURVEY 


Serving Investors Since ]909 
99 Church Street New York 7, N. Y. 














WANT 
MORE 
SPENDABLE 


INCOME ? 


Read what Rensselaer’s LIFE INCOME PLANS 
do for you. Founded by the nation’s 


oldest engi veeriig college: 


Asstire income for liic (for you, your wife, 
or yi toes 

Provide choice of tax-exerapt or inflation 
protecte’! plars 

liv cut lal gains taxes 

' 1» considerably 

ce taxes 
cme 

‘ser in your 


Lov cr estate 

jncrease your spendable 
Create a memoral at /euss 
nhame 

Protect your princip 1b me sound 
financial supervision gis o Rensse.aer’s 
$27,000,000 endowment it ¢ 


Write today for helpful be 
“Life income Plans” 


Rensselaer Development icil 


RENSSELAER nag “4 INSTITUTE 


roy, 


(This advertisement contributed by friends « Ppecenmntnan 


THE TOP TEN 


After years of research we offer ‘TEN 
an analysis of the ten most My ; of the 
week listed on the N.Y. S. E. This « ysis is 
keyed to timing volume—price range «nd volo 
tility. To the best of our knowledge this is an 
important ‘first’ in stock analysis 
How often have you wondered if it y ere safe 
to jump in and buy when such stocks as 
AMERI AN MOTORS, LORILLARD. POLA- 
ROID, REXALL are being traded in shousands 
of shores at the top of the most a *'ve list? 
We believe that we can now answer tiis vital 
question. 
The investor who insists on being fully nformed 
will find many answers to the problem of estab 
lishing positions in many good situatio s as they 
come to the fore 

CAPITAL GAINS 
Te achieve capital gains is o primary objec- 
tive for investors in all tex brackets. "eo help 
you attain this goo! we would like to heve you 
read our book ‘‘TRADING BLUE CHIPi FOR 
CAPITAL GAINS."* We will send you uw «spy 
and 3 weeks of our complete advisory service 
including the new ‘‘TOP TEN ANALYSIS ter 
only $1.00 lor $1.25 airmeil) 


MARKET RESEARCH ASSOCIATES 
168 South Los Robles, Pasadena, Caller: ia 
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When the market falls, many co» ‘10n 


stock warrants go down to very ! 


prices and afford the greatest poter.'.al 


appreciation on a rebound. Exampl Ir 


$85,000. You should 
LATIVE MERITS OF 
WARRANTS, by 
full story 


read THE SPECU 
COMMON ‘iTOCK 
Sidney Fried, ter the 
4 warrants, accompanie’ by 
21 common stock warra 
should know about. For your copy 
$2 to R.H.M. Associates, Dept. F 1, 
Fifth Avenue, New York 1, N 
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a list of 12 is you 


send 
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me market cycle a $500 investm>.. in 1 
Tri Continental warrants appreck ted of 


MARKET COMMENT 


Year-End Stock Markets 


of record that the DJ 
Industrials have advanced 34 times 
and declined 16 times in December 
in the past 50 years. During the 
last ten Decembers, the Dow has 
advanced eight times and declined 
December, on the record, is not 
tieh the stock market is 
undergo a contra-trend 


It 1s a matter 


twice 
a month 

likely to 
movement 
unless something unex- 
pect: happens to create short-term 
pape! there will be little year- 
end loss-taking for 
poses 


This yea cr, 


losses 
income tax pur- 
Movi people don’t have losses 
to take. Vhere might, however, be 
some profit-taking to offset 
taken earlier in the year 

All in ail, the usual pressure of 
“tax selling” is likely to be lacking. 
Psychologically, the holiday season is 
an optimistic time; and this year 
should be pv exception. Even those 
who want <o take profits probably will 
be inhibited to a great extent, feeling 
that they would prefer to accrue prof- 
its after January Ist against a 1959 tax 
year liability, rather than before Jan- 
uary Ist as a 1958 tax year liability. 

Perhaps this is a good time to point 
out one of the many reasons why 
most comrion stock portfolios “look 
so good” when they are reviewed. The 
capital giins tax encourages people to 
“take their losses and let their profits 
run.” For seople who think logically 
rather than emotionally, and who re- 
gard thernselves as investors rather 
than as traders, it is much easier to 
accrue a loss for tax purposes than to 
accrue a profit. This is a good time of 
year to correct all your mistakes, and 
to do it rather painlessly. Be careful, 
however, not to sell promising stocks 
where you have a passing loss, and to 
figure out whether your commissions 
may not offv2t your tax savings. With 
small losses, the commissions involved 
in making a switch can be greater 
than the amount you save. 

Without actually predicting 
the marke? may not be 
January as in December, 


losses 


that 
as good in 
I would like 
Here is the 
you can reject it or accept 
this market has been going 
long time without any worth- 
and, from a mere 
point of view, a correc- 
»vverdue. Second, it will be 
easier to accrue a 
capital gains tax liability in January 
than in December, when the tax pay- 
ment seems so imminent; in January 
it will be “easier to sell.” Third, when 
Congress reassembles there are bound 


to suggest this possibility. 
reasoning 
it. First 
up a 
while correction, 
elapsed t'me 
tion 1s 


psychologically 


by L. O. HOOPER 


to be some 

“threats” of things 

investors consider 

unpleasant: these 

might _ involve 

something analo- 

gous to the form- 

er Fulbright “in- 

vestigation,” a credit debate, a cut in 
depletion allowances, a move toward 
more “public power,” and other so- 
called “liberal” policies. Fourth, in 
these thin markets it would not take a 
great deal of selling (in most stocks) 
to cause a considerable retracement, 
especially if institutional buyers sud- 
denly should decide that prices are 
“rather full.” Finally, a great specu- 
lative fever like this is more likely to 
blow hot and cold than to be sustained 
indefinitely without some shivers. 
Whether year-end and year-begin- 
ning “reinvestment demand” will off- 
set these things remains to be seen. 
It seems to me that this is a time when 
the careful investor should try to have 
a better-than-average reason to make 
fresh purchases. Most investors with 
whom I come in contact are not in- 
clined to be normally careful. 

Food Machinery and Chemical (77) 
appears to be somewhat cheaper than 
most of the good grade “growth”’ is- 
sues, and the company has entered a 
period when some of the large past 
expenditures for improvements and 
additions (especially in the chemical 
end of the business) are beginning to 
ripen off into a larger earnin_ power. 
This year’s net may be around $4.75 a 
share with $5.50 in 1959 a fair esti- 
mate. The stock is selling at about 14 
times a fair estimate of next year’s 
profits, not 20 times or 25 times. The 
issue is being split 2-for-1 this month, 
and the new stock (about 3842) will 
pay $1.20. This is a big, well diversi- 
fied company which has by no means 
exhausted its potential. 

British Petroleum (around 7% 
100°, stock dividend) - still 
cheaper than most of the other 
ties of big oil companies. 
this year 


7 


, ex 
inate 
equi- 
Earnings 
should be 90 cents a share 
or more on the approximately 205 
million shares now issued. The com- 
pany is the second largest oil company 
operating in the Eastern Hemisphere, 
and from point of sales the sixth 
largest oil company in the world 
Most of its production is in the Mid- 
dle East, and the reserves (right to 
take oil out of Middle East conces- 
sions) are valued at only a few cents 


.a barrel whereas it costs upwards of 
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YOU CAN HIT A MONEY BULLS-EYE IN 
1999 ONLY IF YOU CAN SEE THE TARGET 


5S. WASHBURN 


stock-market 

Providence, 
make a “ceiling” 
forecast on stock prices for the 1959 
year, and he will make this specific 
forecast before 1959 ever starts. His 
figures are ready now, because he 
believes that the great 1959 in Wall 
Street is starting now! 

His figures undertake to name the 
“highest” levels common-stock prices 
ean reach in the bodeful 1959 year. 

Even the LOW figure (most valu- 
able indeed for 1959) will be calcu- 
lated and named in terms of the D-] 
Industrial Average. 

He realizes that 
“scotfers’ who do 
that oy ny has attained ma 
turity ; but he starts out with a fine 
back record and hopes to convince 
everyone that forecasting is mature 

. and profitable. 

You will recall that this “whole’ 
market started in June, 1949 at 
161.60 in the D-J industrials. From 
that point forward it has risen al- 
most steadily to a recent high above 
546.0, a terrific gain. 

During its upward course, there 
have been many deep retreats, and 
one in 1958 was accompanied by a 
jittery recession. At all the iow 
points of the long life of this Bull 
Market, the TILLMAN SURVEY 
has been found bullish and forward 
looking. 

lhe outlook for 1959 is an entire- 
ly new problem, however, and its 
solution as usual is found in Chapter 
3 of the 1959 issue. 

Summing up all the 
at each year’s high since 1949 to the 
end of 1958, you get a total of 
3,744.7. Since TILLMAN gave fore- 

cast figures annually for each in- 
dividual year, the sum of these fore 
c “ figures of his is 3659.0 

By this scaled method you have a 
nine-year average of top accuracy at 
98% ; but this includes the 1954 and 
1958 revisions. If those timely re- 
visions were omitted, and the 
figure used in calculation, the 
period would give 94% 
But, actually, TILLMAN said “up” 
for each of the nine years by the 
testimony of his ever-mounting highs 
in the annual forecasts. 

When, therefore, he tells this cor 
respondent that 1959 will be the best 
year for Low-Priced Stocks in a long 
time, it looks like a fairly sound 
hunch that he could at least be 94% 
accurate—and that’s close enough 
for me! and my brother, too! 

The fact, then, that this 
Vall Street man, Carroll Tillman, is 
going to stake his reputation on a 
selection of 3 of the best of these 
Low-Priced Stocks is “news” that 
any alert investor should heed 

Tillman showed me a letter 
an old client, writing from Buffalo, 
who said this: and this also is good 
enough for me... “I remember when 
you advised me to buy Motorola at 
11.4. I never did, and, of course, re- 
gret it now.” I myself remember 
quite well when he recommended 
among earlier Forecast Book trios, 
Reynolds at about $14 per share, 
Radio at $5 per share, and Molybde 
num at $5.20 per share—all in the 
not too remote past. 


here is a certain 
expert in the city of 
who is going to 


there will be 
not believe yet 


pivot points 


base 
entire 
accuracy. 


veteran 


from 
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rherefore, if Carroll Tillman of 
the TILLMAN SURVEY in Provi- 
dence says 1959 is to be a great 
picking year for Low-Priced Stocks 
I'll buy any three he puts the 
“crown” on for 1959 


1959 WILL PAY YOU 
WELL IN WALL STREET 


The Innocent But Explosive 
“Corner” on Stocks Explained 
Way back in April of 1954, the 
weekly TILLMAN SURVEY Bulle 
tin announced that the force and 
power of the market was a result of 
an innocent “corner” of many good 
securities by Investment ‘rusts 
Pension Funds, to such a degree as 
to account for the immense strength 
of the market generally 
Pivot points, as you have seen, 
when calculated by expert methods, 
are good—quite good; only one 
thing is needed to make them perfect. 
This need is for gallant stocks. To 
this end, a report was prepared re 
cently covering actual buying rec 
ommendations over a_ ful! year 
period, as recommended by _ the 
TILLMAN SURVEY and others 
The goal of the report was to show 
n each case the profitableness of 
the various stocks recommended, and 
whether or not there was an outstand 
ing leader (or method) among them 
in the selection of profitable stocks 
There was a wide disparity in ex 
cellence between the various experts 
and their choices during the period 
To start off with, the Jones 
composite averages 
the period 
rhe 50 stocks most hea 
and most trequently appearing in the 
Investment Trust portfolios 
65.4% or 67.2% better than 
market av eraces 
The 50° stocks frequently) 
recommended by America’s leading 
brokers rose only 24.65 in the same 
time span ; their record was 
not comparable to other 
The 100 under 
ommendation and supervision by the 
rILLMAN SURVEY 
in the test period 
ter than the “averages 
5% bette r than the In 
stocks. This is 
vestors to know 


THE NEED IS FOR 
GALLANT STOCKS 


list of “Lifetime Growth 
released by TILLMAN in 
1931 contains over 100. It looks like 
the secret blue-book of the “little 
old lady from Threadneedle Street 
For example, these 8 among 
the most “gallaat” stocks anywhere 
they are in the original list and 
are being retained for another long 
period of growth ahead. UP 
American Home Products 1435 
. duPont 1070% 
Eastman Kodak 685% 
General Motors 1033% 
. Grand Union Co. 1625% 
Ingersoll-Rand 770% 
Internat. Bus. Machines 2120% 
Kroger 825 


Dow 
rose 39.1% i 


ily bought 


Tose 
the 


most 


good hut 
scores 
stocks active rec 


rose 68.6‘ 


this is 75.4% bet 
and almost 
estment Trust 
a good thing for in 


The 
Stocks” 


are 


SNONRONe 


Seven items not retained delivered 
a profit of 7158 points’ gain in 27 
years, or 265 points annually for 
each on average 

But this is not all! 
substitutions 


There are 
yet to be made 
there are many others we 
tain. Some of these stocks 
substitutes will be fully 
and advised as to future 
our great 1959 Forecast 


many 
and 
will re 
and their 
portrayed 
profits in 
Book 


3 OUTSTANDING 
LOW -PRICED 
DIVIDEND STOCKS 


Incredible as it may seem to our 
readers, there are many people who 
will not pay even two dollars to pos 
sibly lift their investment capital ar 
nually by about 30% 

For instance, Mr. Carrs 
(who we already know has 
all comers when the 
choice stocks is 
reminiscent eye over the first nine 
years in which he has named stock 
trios. Taking the superior low price 
stock in each year, we find he has 
recommended the following 


Pillman 
licked 
selection of 
wanted ) cast a 


NET LIFT 
Ist U.S. Rubber 755° 
2nd Midland Ross 
jrd R.C.A 561% 
4th Armco Steel 1118% 
Sth Borg-Warner 423% 
6th Molybdenum 1576° 
7th Reynolds Metals 5$344% 
8th National Lead i480° 
%th Philco 654% 
Now, the f them all, 
as you can 1366° 
The best Metals 
which rose under 


584 


averape 
easily 
item was 
§344% 


gain « 
higure, 1s 
Reynolds 


in 16 years 


T 
the 


banner of 5 stock ‘dividen ds: ‘ 
a 5:for:1 split in 1955. It never 
treated after any of the dividend 
and, as a matter of 
stocks from previous Tillm 
Priced Trios experienced plit 
idends held b 


tact, man 


stock di 
clients 


1. THREE TIREEESS BROTH- 
ERS ... have pushed this great 
friendly enterprise to supreme heights 
of public acceptance. Earnings have 
risen 135% in 7 years. But, dividends 
were lifted 302 in the same time 
The common stock is thus very attrac 
tive, since it has risen 536 whilst the 
D-] averages rose 170 Please buy 
this low-priced stock for generous fu 
ture gains at about $27.00 


Remember the Price 


while 


$27.00 


2. AT — A REALLY GOOD 
“WARRA «+ Yes, we believe 


in warrants hes correctly priced and 
of proven fidelity to the trend of the 
company’s senior securities. This war 
rant should be bought for a very. very 
large increase in value based on our 
PRE-set price of $4.00 each. It is wel 
worth waiting for which is only 
matter of weeks 


Remember the 


3. YES, 264% 500% — 
ene 

565% all due to the power and 
strength of the Pharmacy industry in 
these great days of laboratory « 
ence Earnings up 264 and this 
pushed dividends up 500 and in 
vestors couldn't resist these figures 
So, the common stock rose 565 Or 
the nearby “dip” you can get it at 
temporary low of $21.00 


Price $4.00 


$21.00 


Anyone con afford to buy Carroll 
Tillman's $2.00 Forecast Book, and 
ten shares each of these three low- 
priced stocks for PROFIT 


Remember the Price 


FAMOUS FORECAST METHOD GIVES YOU A 1959 


CEILING FOR STOCKS 


In each of the 
the 1959 Forecast 
coupon 1s provided it 
extra $2.), the author 
simple language to make his forecast 
and his figures both definite and 
clear. No reader has to wade through 
shamble of weasel words to find 


rILLMAN thinks about 


chapters u 
(tor whicl 


twelve 
alba 
Sool 
you have 
uses bold 


out what 
1959 
lForec: 
ritten by a novice 
tablished the 
completel 


Clearly lillman’s 1959 
took is not 
Carroll Tillmar 
practice or writing a 
rounded book of forecasts in 1931 
eight years after the weekly TILI 
MAN SURVEY itself s founded 
rhere is simply nothing like it 

no forecasting author of such ex 
perience its field of such 
scope 


IMMEDIATE ADVICE 


Stocks is given free rhis 
advice will come to you through one 
current TILLMAN SURVEY week 
ly Bulletin n t once 
tion 


first ¢ 


else 


no book in 


On 


ailed 
with your 


connec 
reservation for 
Carroll Tillman’s 1959 Fore- 
cast Book at regular $2.00 rate. 
It will contain names and final 
December buy prices for the 3 
low-priced stocks. By making 
remittance and reservation now 
you get the Bulletin immediate- 
ly with Current Advice—and,. 
of course, the Forecast Book at 
Christmas time 
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immediate 


You can buy without deloy ot these 
calculated prices; because the yeor 
1959 in Wall Street is beginning now 
Get our Bulletin with this offer 


CURRENT ADVICE 
AVAILABLE 


with 


Name 
Mreet 
City. 


TILLMANSuRVEY 


OUR 35TH YEAR SERVING INVESTORS 
85 Westminster St., Providence, R. | 
Serving Investors Since 1923 


State 

















1 STOCKS 
LIKELY 
TO TRIPLE? 


Our Editors have newly analyzed an 
extraordinary list of 66 growth stocks 

each picked by one or more pro- 
fessional analysts as likely to triple 
in the next 3 years. Here is how this 
unusual selection came about: At a 
meeting of security analysts, an infor 
mal group began talking about little 
companies that have become great 
growth stocks. Stocks like Thiokol 
Chemical, which has grown from 834 
to over 70 in rocket fuels. And like 
Ventures, Ltd. which has grown from 
4 to 2514 in mining and oil. The dis- 
cussion then shifted to the little stocks 
of today that may be the great profit- 
makers of the next three years. Each 
analvet jotted down his favorite 
growth stocks. These were then dis- 
cussed. And a let of 66 stocks resulted. 
Later, we }) | our own research people 
to work checking through this 66- 
stock list. We wanted to comb the 
ist down toe a current selection of 
stocks for vou. After a continuing 
study. our Editors now choose just 
7 stocks as current recommendations. 


NEW SPECIAL REPORT 
All 7 are featured in our new Spe- 
cial Report entitled: ‘7 New Growth 
Stocks Most Likely to Triple in the 
Next 3 Years’. hree of these 7 
stocks are special ‘atomic’ stocks. 
We believe they couid repeat the 
profits offered by Lithium Corp. 
which has grown from 3 in 1949 to 
18% — for a 525% gain. Or the 
profits offered by Consolidated Elec- 
trodynamics Corp. which has grown 
from 13% to 3134 — a gain of 139° . 
Two of the 7 stocks are in guided 
missiles. They remind us of Allied 
Control which has more than tripled 
(11 to 383%) since 1954. One of the 
7 stocks is in special metals. It re- 
minds us of Hollinger Consolidated 
Gold Mines which has grown from 
87% to 234% — a gain of 162°. And 
one of the 7 stocks is in the petroleum 
industry. It could, we believe, match 
the profits of Pacific Petroleums which 
has more than tripled from 5% in 
1950 to 1954, a 224% gain. 
SPECIAL $1 TRIAL OFFER 

A copy of our new Report on ‘7 Stocks 
to Triple’ is yours as a bonus now 
when you send just $1 (new readers 
only) to try our weekly advisory 
service “The Growth Stock Letter’ 
for the next two weeks. Mail this ad 
with your name and address and $1 
today to Dept. F-19. 


DANFORTH-EPPLY 
CORPORATION 


— Investment Advisers — 
WELLESLEY HILLS 81, Mass. 
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STOCK ANALYSIS 


Gilding The Lily 


One or the more dependable seasonal 
market phenomena is the “year-end 
rally,” a period of strength beginning 
around the middle of December that 
often carries well into the new year. 
Having acquired almost the ‘standing 


| of a tradition, many people buy in 


anticipation of a year-end rally and 
thus, by their own action, help to get 
it underway. 

It is not difficult to find a rational 
basis for this seasonal market move- 
ment. Confidence is buoyed by the 
high volume of holiday trade and by 
the almost universally optimistic fore- 
casts for the coming year. (Those who 
disagree usually refrain from making 
their opinions known.) Dividend pay- 
ments reach their peak in December 
adding to the funds available for in- 
vestment. New security offerings are 
at a seasonal low as underwriters like 
to limit carryovers into the new year, 
and issuers prefer to avoid the ex- 
pense of an extra audit. 

All these factors will again be pres- 
ent this year. Christmas trade should 
be excellent, the economy is in a state 
of expansion, year-end dividends will 
be better than one could expect only 
a few months ago, and the new issue 
calendar promises to be rather light. 
In addition, tax selling will be con- 
spicuous by its absence. Therefore, 
probabilities once again favor the cus- 
tomary year-end rally, except that the 
word “rally” is highly inappropriate 
to describe an advance on top of a 
major advance that has been continu- 
ing with only minor setbacks for a 
full year. If this year-end rally should 
arrive on schedule, it will only gild 
the lily. 

Judging by the very favorable 
initial reception of the 59 automobiles, 
it seems highly probable that industry 
estimates of a 5% million car year 
will prove to be too conservative. 
Usually the automobile people are 
overconfident rather than modest in 
their predictions, but this year’s fore- 
casts for 1959 were made while labor 
negotiations were still in progress, 
which may account for their restraint. 
New car inventories are now at the 
lowest levels in four years, and a 
parallel with 1955, the banner year for 
the industry, is tempting albeit per- 
haps too optimistic. 

If we should get a six million plus 
car year, as I exnect, General Motors 
(49) could equal its 1955 record earn- 
ings of $4.26 a share. GM has per- 
formed creditably in a very poor 
automobile year. It is the only com- 









by HEINZ H. BIEL 


pany in the in- 
dustry to maintain 
its regular divi- 
dend rate, a factor 
which further en- 
hances its already 
high investment 
standing. Still sell- 
ing below its previous high of 54, GM 
appears less overpriced than most 
other stocks of comparable quality. 

Probably no other major company 
has as many disgruntled stockholders 
as Ford Motor Co. (49). Every one of 
the original investors still has a loss 
of nearly 25%. Many of them were 
neophytes as far as investments are 
concerned, and they are anxiously 
waiting for the chance to “get out 
even.” This prospect puts a damper 
on Ford; yet the outlook for 1959 is 
bright. 

It is true that Ford “laid an egg” 
with the Edsel, and a very costly one 
at that. It is also true that the earn- 
ings performance in the first nine 
months of 1958 was miserable—a loss 
of 30c a share—necessitating a slash 
in the dividend rate from $2.40 to 
$1.60. Ford also does not have the 
great depth of management which 
gives GM its dominant position. But 
after taking all the negative factors 
into account, the stock is by no means 
unattractive. Being the first of the 
majors to attain volume production on 
the ’59 models, Ford’s fourth-quarter 
earnings should be excellent. While 
it has lost glamour and much of its 
investment standing, the stock repre- 
sents good value at current levels and 
merits consideration on a semi-specu- 
lative basis. 

Chrysler (54) is the enigma of the 
automobile industry. Its earnings rec- 
ord has an unpleasant similarity to a 
rollercoaster: $2.13 a share in 1954, 
$11.49 in 1955, $2.29 in 1956, $13.75 in 
1957 and a deficit this year. Obviously, 
Chrysler is no longer acceptable for 
investment. Yet, its past ability to 
stage spectacular comebacks must not 
be overlooked. Perhaps it won’t be 
1959, because Chrysler gave only a 
minor face lifting to its new models, 
but the following year could very 
well duplicate the accomplishments of 
1955 and 1957. 

Without doubt Chrysler has by far 
the greatest speculative potential of 
the major auto makers. With the stock 
now selling at 54, against a 1955 high 
of 10114, the market value of Chrysler, 
one of the largest industrial compa- 

(CONTINUED ON PAGE 40) 
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He Increased Each ‘1,000 of His Own Investment to*6,626.54 


...- now he is managing securities for others who have $8,000 or 
more for investment and who are seriously concerned in wanting 
to make their future financial security more comfortable. 


FREEDOM FROM ECONOMIC FEAR. 


. ad End Pees pat of any man's financial goal is 
freedom from economic want. Freedom from fear of the financial future. In a word, it is — security! 
A group of men and women who are not now wealthy, but who have eight to twenty thousand 
dollars or upwards with which they want to accomplish capital gain, are now planning more confi- 


dently toward that objective. 


— they are doing this with more peace of mind and with no added work on their own part. They 
are placing the responsibility for securities management squarely on the shoulders of professionals 
who manage customer investments by the same principles with which they manage their own money. 
William Peter Hamilton, an early editor of the Wall Street Journal, once said: “In investment, 
as in everything else in life, in the long run the professional will do better than the amateur.”’ 


Take the Benitz Pilot Account, for example. We consider this account has enjoyed a lot of good luck 


and good 


conditions, as well as good management. It is not inferred that we expect to accomplish 


results like this for the Pilot Account, your account, or any other account in the future. But, the Piloc 


Account is not theory. It is an actual account. 


The sole purpose of discussing this Pilot Account is to give you some idea of the calibre and expert- 
ence of the man who is our Manager of Accounts. It is this man who will manage your account also 
if, after you consider the facts, you decide, by your own judgement, to participate in this program. 


WHAT YOU MAY EXPECT FROM 
PROFESSIONAL SECURITIES MANAGEMENT 


PEACE OF MIND. Today you as an investor 
are contronted with an almost hopeless abun- 
dance of financial information. However, have 
you not noticed that some times the apparent 
logic of this wealth of information creates con- 
fusion instead of help? 
®When you employ professional manage- 
ment, you eliminate the problem of 
“should I, or shouldn't I do something.” 


as man said; “To me the greatest value is 
relief from making decisions, then later worry 
lest I did not make the right decision.” 


PROTECTION FROM INFLATION. Today 
your do y < im compartson 
to what it was twenty years ago. It has been 
projected that it may have a value of about 
26¢ in another ten years. 

In these days of brutally high taxes, one of the 
few legitimate ways left to keep ahead of infla- 
tion is to accomplish capital gain. People who 
do not recognize this fact and think they can 
store their future fimancis! security safely in 
bonds or savings banks have proved to be 
recklessly conservative. Inflation continues to 
rob them almost as if someone were taking 
money out of their pocket while they sleep. 


A LONGER, HEALTHIER *, Freedom from 


worry is one of the best medicines. When you 
use professional investment management — 








®No tedious digging for facts. No sift- 
ing and weighing of information. No 
continuous watching of your securi- 
ties. No decisions to make. You can 
forget the market. You can take more 
worry-free vacations. You can do 
more things you like to do 


YOUR PERSONAL GOALS. Of course | do not 
Know what your personal financial goals are for 
your future. However, | do know they are im- 
portant to you. If you have done some bed- 
rock thinking and find that time is rolling 
along faster than you realized, yet capital ac- 
cumulating slower than you hoped for... per- 
haps we can help you 

We have no perfect answer to investing. Never 
expect to have such an answer. However — 
long ago this program passed the horse and 
bugey stage. It is a proven thing. We, and 
clients who have participated in the program 
for five years or more, have eaten the pudding. 
It works and it pays! 

ASK FOR MORE FACTS. Naturally you are not 
ready to make a decision about this matter 
now. You want more facts. You want to know 
more about Mansfield Mills. Who his associates 
are. You want to know more specifically just 
how this program may work for you 

To answer those questions and others, ask for 
your complimentary copy of the explanatory 
booklet “Retirement Security Program."’ 








Your request for this booklet does not obligate 


MANSFIELD 


Cy MILts 


LA JOLLA, CALIFORNIA 
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HOW MANSFIELD MILLS MANAGES YOUR ACCOUNT 


Your stocks and cash remain in the custody 
of your own broker. Use any New York Stock 
Exchange member firm. Or, if you wish us to 
suggest a broker for you, request it. Details 
are simple. We will teil you exactly what to do. 
To arrange for Mills Management, you give 
your broker a form that designates us as your 
limit power agent. This permits us to give 
uy and sell orders. It does gof permit us to 
withdraw funds or securities from your account, 
Only you have thar right. 

s,ROU P_-MANAGEMEN We manage large 
accounts, of course. ut, we specialize in man- 
agement of accounts of $8,000 to $50,000 by 
Group Management. 
Group Management means that your account is 
managed independently until it is gradually co- 
ordinated with others in your group. Then 
similar decisions are made for you as for others. 
Several efficiencies result. 

Under Group Management even the smallest 
account receives the same proportionate diversi- 
fication, quality of stocks, safety, and the same 
thorough attention as do larger accounts. Group 
Management also saves you the ‘sth or |, 
point extra cost of the odd-lot premium when 
iess than 100 shares of stock are bought or sold. 


HUE AUNIME MU act Nd About $8,000 to 
810,000 ts the efficient minimum that fits into 


the plan. This may be all in cash, all in stocks, 
or part cash and part stocks as you begin. 
There is no maximum. 


THE - ST. Management fees are based on the 
size of your account. The rate is ') of 1% for 
each quarter year for any portion of the first 


$50,000; |, of 1° per quarter for the amount 
above that. For example 











If your account amounts to $10,000 (in net 


you in any way. Yet it conceivable that your 
use of the coupon can be the start of a chain 
of events that can put you in a position to 
begin enjoying more peace of mind and more 
comfortable financial security than you ever 
before thought possible 

As one client said: ‘‘My general feeling can 
be summarized best by the following: ‘Under 
the glass on my desk | have a motto, A YEAR 
FROM NOW WHAT WILL WE WISH WE HAD 
DONE TODAY.’ My wish is that | had arranged 
for Mansfield Mills service the first time he 
brought it to my attention, which was about 
two years earlier. | feel that if | had done so 
1 would be better off today." 


COPY OF C.P.A. AUDIT UPON REQUEST 


Our Mane2ger of Accounts, Paul A. Benitz, set 
up a Pilot Securities Account with a few 
thousand dollars of his own. His purpose was 
twofold: One, to make money. Two, to prove 
what could be done with even a small account 
managed according to long-range plan. He 
hoped to make each $1 grow to $5 

WHAT HA ! A Certified Public Account- 
ant’s audit (a copy of which you may have on 
request) shows that this Pilot Account has 
grown from $6,705.64 to $44,435.24 in eight 
and one-half years. (in other words, each $1 
has grown to $6.63.) 


equity value of stocks or cash or both) the fee 
is $50 for each three months. This totals $200 
a year. If your account is $20,000, the fee is 
$100 for three months, and so on. The mini- 
mum amount per quarter is $50. Fees are de- 
ductible for income tax. 
@In referring to management fees, one 
man summarized it: “All your plan 
has to do for me is 2% a year better 
than | could do myself, The peace of 
mind it gives me is a bonus.” 
YOUR SAFETY FACTORS. No contract re- 
quired. You are commuted to no period. You 
may cancel at any time. You can start now, 
try the plan, see if you like it, stop if you don't 








You know exactly what we are doing in your 
account at all times. You receive a confirmation 
slip immediately from your broker for every 
step we take for you. 
v Mansfield Mills has been an investment 
adviser since 1938. Clients live in forty- 
six states and several countries abroad 





he purpose of money is to buy 

you need and want. We suggest you make a 
regular monthly withdrawal from your securi- 
tres account You may, of course, set the amount 
yourself at the rate you wish. We suggest you 
draw out 5% or 6% a year. (6% amounts to 
$50 a month for each $10,000 of value in 
stocks and cash in your account.) 
Part of the time your regular withdrawal will 
come out of your capital. But, the objective of 
our management is that over a period of years 
your account should produce its income plus 
capital gain chat will exceed the withdrawal 
for example 

Ww’. Westo began in the program with 

ifty dollars a month has been with 

drawn. These withdrawals have totaled $2,450 
In addition to the withdrawals the account has 
increased to 2.539 at a recent date 
eer Ty started in the program with 
S6 ‘ e has withdrawn $300 monthly 
Withdrawals have totaled $15,600. In addition 
to the withdrawals, his account has increased to 
$86,267 at a recent date 

these results average? As accurately as 
we can estimate, they are average for accounts 
which began in the program at about the same 
times. However, the 
foregoing results are got 
an indication of what 
may be accomplished in 
the future. We simply in 
tend to do our best. (For 
reasons of privacy, the 
names of the above cli 
ents have been changed.) 


MANSFIELD 
MILLS 


(Investment Adviser 


since 1938. Nou ? 
au. f 


serving clrents 
in 46 states.) 


THIS COUPON BRINGS YOU ‘RETIREMENT SECURITY PROGRAM” 
MANSFIELD MILLS * Securities Management * La Jolla, Calif. 


Please send me my complimentary copy of the explanatory booklet ‘‘Retirement 


Security Program.”’ 


This is NOT a commitment. It implies no obligation on my part other than thet 
I want to seriously consider whether or not this program fits in with my plans. 


CONFIDENTIAL INFORMATION 


(0 I depend upon my securities for some income as well as capital gains. 


( Capital gains is my main objective. My securities fund, including stocks and cash, 


amounts to about $ 
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ADDRESS 








CITY 





ZONE STATE 








Free booklet-prospectus describes 
The Common 
Stock Fund 


of GROUP SECURITIES, INC. 


A mutual fund investing for income 
and possible growth through com- 
mon stocks selected for their invest- 
ment quality. 


Name 





Addre 


DISTRIBUTORS GROUP, INC. 
63 Wall Street, New York 5, N.Y. 











T. ROWE PRICE 
GROWTH STOCK FUND, INC. 


e 
OBJECTIVE: Possible long term 
growth of principal and income. 
OFFERING PRICE: Net asset value 


per share. There 
load or commission. 


is no sales 


Prospectus on request 
Dept. B 
10 Light Street 


Baltimore 2, Md. 








~WHY WALL STREET 
JOURNAL READERS 
LIVE BETTER 


By a Subscriber 


I work in a large city. Over a period 
of time I noticed that men who read 
The Wall Street Journal are better 
dressed, drive better cars, have better 
homes, and eat in better restaurants. 

I said to myself, “Which came first, 
the hen or the egg? Do they read The 
Journal because they have more money, 
or do they have more money because 
they read The Journal?” 

I started asking discreet questions. 
I found that men who are well off have to 
have the information in The Journal. 
And average fellows like me can. win 
advancement and increased incomes by 
reading The Journal. 

This story is typical. The Journal is 
a wondertul aid to men making $7,500 
to $25,000 a year. To assure speedy de 
livery to you anywhere in the U.S., The 
Journal is printed daily in five cities — 
New York, Washington, Chicago, Dallas 
and San Francisco. 

The Wall Street Journal has the largest 
staff of writers on business and finance. 
It costs $24 a year, but in order to ac- 
quaint you with The Journal, we make 
this offer: You can get a Trial Subscrip- 
tion for 3 months for $7. Just send this 
ad with check for $7. Or tell us to bill you. 
Address: The Wall Street Journal, 44 
Broad St., New York 4, N. Y. FM-12 








THE FUNDS 


TRUE TO FORM 


Do mutual fund investors panic when 
the market turns sharply down? Evi- 
dence in recent years has suggested 
that they do not. Far from it—they 
seem to push their mutual fund shares 
even further back in their safe de- 
posit vaults, snug in the belief that 
long-term growth of security values 
will pull them out of the hole. 

Strangely enough, however, it ap- 
pears that mutual fund investors do 
get fidgety when the stock market 
is going up sharply. The right to 
cash in shares at net asset value is 
one of the built-in privileges that goes 
with the purchase of mutual fund 
shares. Mutual fund investors ‘seem 
to exercise this right especially in 
rising markets (see table). 

Some fundmen attribute this to a 
perfectly natural desire to take profits. 
Some trace it to a general nervous- 
ness among investors upon seeing 
stocks in unfamiliar high ground. And 
others suggest that an itch to get into 
faster moving individual stocks may 
coax some investors to cash in mutual 
fund shares. 

But whatever the reasons, investors 
were acting true to this form last 
month. As the market plowed into 
new ground, mutual fund investors 
began cashing in their shares at a 
record rate. You could hardly call it 
a rush to get out of mutual fund 
shares; redemptions of $61.3 million 
in October were still swamped by 
new sales of $170.6 million. And the 
October redemption figures added up 
to just 50c on every $100 worth of 
mutual fund in assets. 

But the interesting fact was that re- 
demptions were at a new high at the 
same time the stock market was. 
Once more the mutual fund investor 
was acting true to form. 


-———PARALLEL PEAKS -——— 


As the Dow-Jones Industrials have 
pushed upwards in 1958, so have 
redemptions of mutual fund shares 
by investors. 


Dow-Jones 
Ind. Av. high 


451.2 
458.7 
455.9 
455.9 
463.7 
478.2 
504.4 
512.4 
532.1 
546.4 


Redemptions 
1958 (mil 
January 
February 
March 
April 32.4 
May 38.9 
June 40 
July 41.5 
August 41.8 
September 50.1 
October 


$30.4 
29.5 
31.9 
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MY SMARTEST 
INVESTMENT OF ALL 
WAS THE 5 BUCKS 


From a Barron’s reader 


Like many other men, I was a hit-or-miss 
investor—who too often missed. One day I 
saw a Barron's ad in the paper, and it made 
sense. So I sent in my $5 for a trial sub- 
scription. 


I remember the first issue I got, because it 
made me change my mind about a stock I 
was going to buy. 

Since then, every issue of Barron’s has 
given me information on industries and on a 
number of companies. Barron's tells me how 
they are doing and where they are going- 
the kind of information I've got to have to 
pick good investments instead of lemons. 


That's how Barron's has helped me increase 
my capital. You can’t read it without becom- 
ing a better judge of investments. 


_And my smartest investment of all was the 
five bucks I paid for Barron's itself 


No other business or investment publication 1s 
like Barron's. It is written for the man who makes 
up his own mind about his own money. It is the 
only weekly affiliated with Dow Jones, and has full 
use of Dow Jones’ vast, specialized information in 
serving you 

Barron's subscription price 
you can try it for 17 wee 
subscription brings you: 


Everything you need to know to help vou handle 
your business and investment affairs with greater 
understanding and foresight . . the investment 
implications of current political and economic 
events the perspective you must have to an 
ticipate trends and grasp profitable investment 
opportunities 


See for yourself how important Barron's can be 
to you in the eventful weeks ahead. Try it for 17 
weeks for $5. Just tear out this ad and send it 
today with your check for $5; or tell us to bill 
you. Address: Barron's, 392 Newbury St., Boston 
15, Mass. F-121 


PERSONAL STOCK 
RECORD 


FOR EVERY 
STOCKHOLDER 


is $15 a year, but 
s for only $5. This trial 


YOUR COMPLETE stock transactions at 
a glance, including: Company, date of pur- 
chase and sale, serial no., capital involved, 
dividend rates, due date on dividends, market 
value at due date, taxes, balance due on 
margin account, etc. Wonderful gift. 50 loose 
leaf pages plus summary page, 
5” x 9%” imitation leather binder, Send today 
gold stamped. $900 


Satisfaction guaranteed. ppd. 


Box No. 8, Vanderveer Sta. 
MALCON SALES Brooklyn 10, N. Y. 





For ONLY $4.00 A YEAR 
The Mutual Fund Reporter 


Gives All Mutual Fund Sales, Purchases & Holdings. Same 

is here for $30-$65 a year! 
cover only Mutual Funds include 
this as a regular feature! Fund activities are guided 
by the world’s most experienced Bankers & Advisors 
and their activities often foreshadow market changes. 
We now devote a separate supplement to these changes 
due to popularity of this dept. ALSO, reports on all 
Funds, Articles, the how-and-why of mutual investing 
Please mention name of paper in which you saw this 
ad. Issued monthly. Send check to: The Mutual Fund 
Reporter, Box 364, Fair Haven, New Jersey. 


Y) insured To °10,000 
0 





Since we we can 


Get our FREE LIST of 
INSURED Federal Sav- 
ings Assns. paying up to 
4% per annum quarterly 


ALBERT J. CAPLAN & CO. 


Members: Phiia.-Balto.StockErch 
Boston & Pittsburgh (Assoc.; 


1516 Locust St., Phila. 2, Pa. 
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FUNDS 
vs. THE MARKET 


OUT OF GAS? 


It’s hardly news to say that petro- 
leum industry stocks have long been 





the favorite of the mutual funds, who | 


at latest count had _ concentrated 
around 17% of their assets in them. 
But in the last few quarters some 
observers have thought they spied 
some signs of at least a minor exodus 
from the oils. The latest figures show 
that fund managers sold on balance 
the stocks of ten leading oil com- 
panies. Among them: Amerada, At- 
lantic Refining, British Petroleum, 
Richfield, Socony Mobil and Union. 
One of the leaders in trimming his 


oil portfolio was President Charles | 


Devens of Boston’s $238-million In- 
corporated Investors. Devens cut his 





SEE YOUR 
INVESTMENT DEALER 
ABOUT 

=F 
Bl 


aml 
E WILLIA 
ONSTREET #4 


The 

ONE 
WILLIAM 
STREET 
FUND, inc. 


an open-end management investment company 


investing in the securities of American business and indus- 
trial enterprise with emphasis on long-term capital growth 
possibilities and current income. 


Prospectus on request WILLIAM STREET SALES, INC. 
One William Street, New York 4, N. Y. 


the Selling Point? 


- 


In the market tops of 1956, '57 and ‘58 the Drew “Odd Lot” Indexes have 
been of much help in detecting the top areas—when prudent investors who 
do not like to carry stocks down should have been selling. The Drew Odd Lot 


| Indexes have seldom missed a top area during the ten years the Studies 


oil from $55 million to $46 million in | 
the latest quarter. Says Devens, “In | f ; ' 
| It is always the intention of Drew Investment Associates to faithfully 
| report the danger signals—which normally precede an important decline— 


the interest of diversification and pos- 
sibly more rapid recovery of earning 
power in certain other industries we 
felt the shift was desirable.” 

Chicago’s $80-million Selected 
American Shares also cut back its oil 
holdings. “We got a little fluttery 
about the depletion allowance,” says 
a Selected American spokesman. The 
fund trimmed oils to 11.2% of 
total assets, down from 19.9% 
beginning of the year. 

Don’t conclude from these scattered 
signs of nervousness that the mutual 
fund industry as a whole is souring 
on the oils. Fund Analyst Henry Ans- 


funds made 131 oil stock buys in the 
September quarter against just 77 
sales. 

Still, there is little doubt that petro- 
leum stocks right now play a some- 
what smaller role in mutual fund 
portfolios today than a year ago. 
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have been published. The sensitive Studies are quick to reveal internal 
factors which mean a reversal in trend—either way. 


and say, in so many words, when prudence dictates the selling side. The 


| Drew Reports should be especially valuable in this phase of the stock 


market (to indicate further advance or an impending top). 


| You may receive the Reports for the next 30, 60 or 90 days at less than half 
| their regular cost. If at the end of the trial you feel they have not contributed, 


its | 
at the | 


payment will be refunded. The 3 latest Reports will be included without charge. 
They pull no punches on the near term and long range prospects. 


Originator and recognized interpreter of Drew Odd Lot Indexes, 
a measure of stock market psychology indicating future trends. 


[] 4 weeks-$5 [] 9 weeks-$8 [] 3 months-$i0 


| Name 
bacher Long reports that all mutual | 


| City 


| 


Send 3 
ports air mail, and 
Drew Studies 
period indicated. 
F-38 


latest re- 


Street for 


53 STATE STREET 
BOSTON, MASS. 


DREW INVESTMENT ASSOCIATES 
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ANOTHER STOCK—NOW UNDER $5—WHICH 


MAY DOUBLE PRICE 
LIKE EMERSON! 


Claims are one thing—results another. A profit of 140% could have been made by buy- 
ing low-priced Emerson at $5 last March when it was first recommended. An origina) 
investment of only $500 would have reached a worth of some $1200! 


BABBITT AND SERVEL SHOOT UP TOO! 


This is not just an isolated case. A number of low-priced stocks, many selling under 
$5, have been on the march. Investors who bought Servel, Inc. at 54% in mid-April 
could already have taken a profit of 955. Those who followed the recommendation 
to buy Babbitt at $4 per share last October, could have taken a profit of over 120%. 
Others have recorded large gains too. The question in the minds of alert investors 
today is “which low-priced stocks are likely to move next?” That is the type of profit- 
pointing guidance given by our intensive research reports. Each report pinpoints a 
stock that appears to have unusual profit possibilities, but which has been overlooked 


by the general public. 
reaped from a small investment in these 


s 
FREE REPORTS: LOW -PRICED “hidden-value_ stocks.” The 


recommendations you receive are impartial. We are not an investment dealer or 
broker, and no salesman will call. To receive free SSR Reports for one month, just 
mail this ad——-or posteard—together with your name and address to: 


SELECTED SECURITIES RESEARCH, INC., DEPT. F-69, SEAFORD, N. Y. 


See for yourself how large profits may be 











SAVINGS BY MAIL 


Start earning more today with 
safety ...at Nevada's largest 
Savings and Loan Association. 
Thousands of save-by-mail 
account holders currently earn 
5% a year. Airmail postage 
pre-paid. Funds received by the 
15th of any month earn from 
the Ist. 


= ; 

MAIL AND LOAN 
FUNDS FIRST WESTERN SAVINGS ASSOCIATION 
pRK: 9 118 So. Fifth Street - Las Vegas, Nevada 

j Nevada's Largest...So. Nevada's Oldest 


NOW EARN 


current 
annual O 
rate 
paid 
quarterly '@) 


WITH SAFETY 





BOOK MANUSCRIPTS 


CONSIDERED 


FEDERAL OIL AND GAS LEASES 


| offer geologic guidance in selecting leases in 

Wyoming, Utah, Montana. Leases tax deductible 

by cooperative publisher who offers authors early o~— peng 272% profit tax free if ie re- 

publication. higher royalty, national distribution erved 1 e “2 tiat netentt ith * il 

and beautifully designed books. All subjects wel- ° egorare constaniy wi major ot 
comed. Write, or send your MS directly. companies 

GREENWICH BOOK PUBLISHERS, INC. M. R. McCOY, PETROLEUM GEOLOGIST, 


Atten. MR. MELLON, 489 FIFTH AVE. 
Sau Venu se et. BOX 403, CASPER, WYOMING 




















PHELPS DODGE 
CORPORATION 


The Board of Directors has de- 
clared a fourth-quarter dividend of 
Seventy-five Cents (75¢) per share 
on the capital stock of this Corpora- 
| tion, payable December 10, 1958 to 
|stockholders of record November 
19, 1958, making total dividends 
declared in 1958 of three dollars 
($3.00) per $12.50 par value share.| 

M. W. URQUHART, 


Treasurer. 


233rd consecutive 


QUARTERLY DIVIDEND 


Amount: 50 cents per 
common share 
‘Date of Record: 
DECEMBER 5, 1958 
‘Date of Payment: 
DECEMBER 31, 1958 


E. J. DWYER 
Vice-President & Secretary 
NOVEMBER 5, 1958 


THE ELECTRIC 
> STORAGE BATTERY 
COMPANY 


| 
November 6, 1958 
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} quite good. 


| margins sharply. 
| vester’s 1958 earnings are not earth- 
| shattering (about $2.60 per share) 


LURIE 





(CONTINUED FROM PAGE 28) 


year’s earnings probably will decline 
to about $3 per share. The rational- 
ization is quite simple: 1) A young, 
new president may be able to revi- 
talize a company previously known 
for its size rather than its progress. 2) 
Theoretically, Singer is worth “more 
dead than alive” for net working cap- 
ital is equivalent to about $60 pe: 
share. 3) Family sewing machine 
business (which has been good this 
year) moves with the trend of appli- 
ance sales—and this is up. 4) There 
has been an internal revitalization 
over the past few years which makes 
the present Singer Manufacturing 
Company a far cry from the “Mother 
Hubbard” company. of post-World 
War II. 5) The company has an enor- 
mous stake outside of the U.S. and 
qualifies as a mass distributor of mer- 
chandise here. , 

Everyone now knows that the con- 
sumer has been the “hero” of the 
1958 recession. Personal consump- 
tion expenditures will reach a record- 
high level in 1958 and even more is in 
prospect for 1959. In this connec- 
tion, Woolworth, around 50, yielding 
5%, is an attractive businessman's 
risk. This is the biggest chain in the 
variety store field and the payoff for 
the company’s past expansion prob- 
ably will come in 1959. Woolworth 
has gone through a major program of 
establishing new units, converting old 
ones and adding new lines. This. 
year’s earnings probably will be in 
the $3.50 per share area, and the mar- 
ket value of the company’s English 
subsidiary (which is traded on the 
American Stock Exchange) is not fa 
from going levels. 

Apropos the 
business, 


upturn in general 
International Harvester, 
around 40 (another 5% yielder), ap- 
pears attractive, for about one half 
the company’s volume is in trucks, 
and such demand moves with the 
FRB:-Index. Also, the outlook for the 
company’s road building machinery 
division (about 12°; of 1958 sales) is 
Significantly, the piant 
which manufactures this equipment 
has been operating at only a small 
percentage of its capacity. As a re- 
sult, higher sales could increase 
International Har- 


but the 1959 outlook is good. 

To put it in a nut shell, this is the 
biggest market the present generation 
of security buyers has ever known. 
It’s evidenced in four ways: 1) There 
is a rash of corporate mergers ahead. 


| 2) It’s unprecedented for a non-cycli- 


cal business recovery, such as this 
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one, to have the promise of develop- 
ing into a new boom. 


3) The 1959 | 


average FRB Index should exceed | 
the 143 average level of 1956 and 1957. | 


4) Wall Street, which was the “whip- 
ping boy” of the 1930s, has become 
the “hero” of the 1950s. 


HOOPER 


(CONTINUED FROM PAGE 32) 





$1 a barrel to find oil in the United 
States. 

An important part of earnings 
comes from refining and marketing 
operations outside of the Middle East 
(in Europe and Africa), in territories 
where the demand for petroleum 
products is rising faster than in the 
United States. The prejudice against 
the stock, because of probably over- 
rated danger of political events, ex- 
plains its low price. I like the idea 
(for patient people) of taking advan- 
tage of such a prejudice. Ex these 
political considerations, it seems to 
me that the Middle East is the best 
place in the world to own oil reserves. 
The wells are bigger, exploration and 
discovery costs are lower, and the oil 
is located nearer the areas of fastest 


increasing consumption. This is only | 


an observation on relative values, not 
a prophecy about the price of the 
stock. 

Some of the “special” stocks sug- 
gested in this column have been doing 
quite well. Ryder System, Inc. (37) 
was suggested at 21 and higher; Hen- 
ry Holt (32) at 18 and higher; Glass- 
par (14) at 8 and higher. Whether 


they should be kept depends on how | 


much you are willing to appraise 
growth. I think Ryder System may 
be slightly ahead of itself right now, 
but that it eventually should catch up. 
Holt is not high in relation to its ex- 
cellent growth. Glasspar is earning 
much more than I expected, growing 
faster than I thought possible. Evi- 
dently I was wrong in leaning toward 
the idea that the United Fruit (43) 
dividend would be continued at $3 per 
annum; the dividend has been cut to 
$2. I can see no point in selling the 
stock for all of that—unless you need 
a tax loss. In that event, you might 
switch to Food Machinery & Chemical, 
mentioned above. 

A long-neglected quality stock 
which recently has come in for more 
attention is H.J. Heinz (65). This 
stock is selling for something like 11 
or 12 times probable earnings for the 
year to end next April and pays $2.20 
per annum. 
ploughing back into the property 
around 60° of earnings, 
much faster abroad than in this coun- 

(CONTINUED ON PAGE 40) 
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For years it has been | 


expanding | 


| 
| 
| 
| 











Pre-publication Offer | UNITED‘s 
ANNUAL FORECASTS of 


WHAT'S AHEAD IN °59 
for STOCKS and BUSINESS... 


NNOUNCING UNITED’s ANNUAL FORECASTS for 1959 
with an outline of New Year Profit Opportunities. 

Nothing is more important to you now than a dependable 
appraisal of the coming trends. UNITED’s Special 12-page 
ANNUAL FORECAST REPORT for 1959 will bring you 
specific forecasts on: 

Business Volume 

Dividends 

Earnings 

Commodities 

Capital Spending 








Stock Prices 
Retail Sales 


Production 


Money Rates 
Foreign Trade 
Bond Prices 
Farm Income Steel Output 
Building Automobiles 
Also included are UNITED’s 1959 Forecasts of what’s ahead 
for Oils, Metals, Autos, Steel, Rails, Utilities and other stock 
groups plus Staff Selections of the Most Promising Stocks 
for Appreciation, Liberal Income, Safety and Profit for the 
months abead, including: 

5 Dependable Stocks for Income 

5 Quality Issues for Capital Growth 


10 Selected Stocks for 1959 Profits 
To receive your copy of UNITED’s ANNUAL FORECAST 


FOR 1959 right from the press on its December 8 date of = 
issue, and next 4 weekly UNITED Reports, send only $1 eee 
This Special Introductory Offer is open to new readers only. 
UNITED Reports are 
backed by 38 years of 
experience in advising 


more businessmen and | 
‘asusiues thin ole 7 PE Sree nipunsaneemaanurese calwa 


| | UNITED BUSINESS SERVICE 


ACT NOW! mai 
| 210 NEWBURY STREET BOSTON 16, MASS. 


| 
| Name 


coupon with only $1 
(By Airmail $1.25) 








35 Growth Stocks 


. . » Which for new profits now? 


Lockheed Aircraft 
Eastern Air Lines 
Kaiser Aluminum Container Corp. 
ABC-Paramount Continental Con 
GROWTH STOCK REPORT resorts to no time-worn 
no words in its market recommendations. The only 
capital through investments in selected trading and growth opportunities, For only 
explicit ‘“‘timing’’ advice on each pf these stocks--which to buy 
trial subscription to the complete GSR service. In addition, we \ 
of the amazing record of this service for the critical Jan.-. 
ever been left holding the bag’’ in the stock market 0 3 i 
acquainted with this unique service which clearly states the grow th 0 
recommendation in advance and keeps you fully alerted t 
on each stock at all times 
Send Just $1 Todoy for a full 4 
service plus a complete plan 
Just mail the coupon below 


U. S. Plywood 


Owens-Corning 
Freeport Sulphur 


Nat. Cash Reg. 
Royal Dutch Pet. Armco Steel 
Chomp. Paper East. S. Steel 
hedges"’ of stock market foreca : 
objectwe of GSR is to help you 


Magnavox 
Denver Rio G. 


week trial subscriptior 
and method and accountit 


Please air mail 4 week tria 


Growth Stock Report (Dept. AF 8) 
922 Laguna St., Santa Barbara, Calif. ©" 3°, stocks 


complete plar 
6 month review 
cost. Enclosed is $ 


above 


NAME 


ADDRESS 











scription giving unhedged ac 


clude 
ind method 








Typical FINANCIAL WORLD Guidance 


Blue Chips 
at Realistic Prices 
in this Market 


Although many quality stocks are 
selling at 20 to 30 times earnings in 
today’s market, this study presents a 
group of such stocks selling at less 
than 12 times earnings (some at less 
than 10 times). None over-discount 
the future, offering the investor good 
income, up to 5.7% yield plus growth 
prospects. 


How to Save Taxes on 
Capital Gains & Losses 
Before the Year-End 


All-time peak market levels and small 
chance of tax cuts in 1959 present tax 
opportunities to the investor during 
the remainder of 1958. This study 
offers professi I guid to tax 





advantages in handling your Capital 





Gains or Losses. 


These two special studies, sent free by return mail to all new subscribers, are but two 
examples of the facts and alieianel enliae plus rounded investor service brought 
to FINANCIAL WORLD subscribers throughout the year—to enable them to enjoy 
more income now and more income and capital in the future. 


FINANCIAL WORLD devotes itself entirety to your investment success—helps you 
to make the best possible decisions to pile up dividend income and capital gains. A 
weekly feature—typical of the investment aids you get in FINANCIAL WORLB—is 
the Investment Service Section which lists the most attractive Common Stocks for 
Growth; Common Stocks for Income; Common Stocks for Income and Appreciation, 
and Bonds and Preferred Stocks. 


With its Added Services, a subscription to FINANCIAL WORLD represents the most 
complete and reliable investment “kit” we have devised in 56 years of successful 
service to the investor. 


HERE’S WHAT YOU GET: 


BASIC FACTS AND RATINGS—The famous FINANCIAL WORLD “Independent Ap- 
praisals of Listed Stocks” 48 to 64-page pocket-size guide to nearly 2,000 stocks sent each 
month to every subscriber. Detailed one-line digests on price range, earnings, dividends. 
Independent rating for income and profit. (If available elsewhere would cost up to $24.) 
NEW FACTOGRAPH—The 44th Edition of the annual “Stock Factograph’ Manual 
—a 304-page indexed guidebook of more than 1,800 stocks—50,000 pertinent facts that 
highlight the good points and bad of listed stocks make the Factograph indispensable 
in judging security values. ($5 separately.) 

PERSONAL ADVICE-BY-MAIL—Specialized, personal and confidential advice about any in- 
vestment that interests you—as often as four times a month. The best and most con- 
sidered opinion we can mail you on any —— stock—the most seasoned advice 
we can give you on whether to buy, sell or . (Available free to subscribers, can't be 
purchased alone at any price.) 


ALL IN ADDITION TO 


52 ISSUES OF INVESTMENT OPPORTUNITIES—A full year's subscription to FINANCIAL 
WORLD—52 fact-packed issues of a magazine published to give you ideas for money- 
— and money-saving, to catch new financial trends as they start, to let you profit 
from the most attractive investment opportunities available (Costs $26 at newsstands 
without the above services.) 


$20 Buys this Complete Service 


if that sounds like $20 worth of tax-deductible expense to you . $20 that will 
increase your income, hao pong your portfolio and help assure investment 
success ... just send your check or money order with eons and address to Dept. 
FB-121. (26-week trial offer—all of the above for $12.00 


FREE—IF YOU ACT NOW! 


You will receive with your annual or semi-annual subscription a copy of “How to 
Invest Profitably in ANY KIND of MARKET,” 72-page booklet on the basic principles 
of successful investment. Includes chapters on Planning a Portfolio e How to Read 
Market Action e Growth Stocks e Income Stocks e What to Look For in Mutual 


“FINANCIAL WORLD 


Dept. FB-121 — 17 Battery Place, New York 4, N. Y. 
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2-2 THE INDIANA STEEL 
= PRODUCTS COMPANY 


36th Consecutive Quarterly Dividend 


TEXAS PACIFIC COAL AND OIL COMPANY 
°° “y % 
Cash Dividend 
No. 197 


The Board of Directors of The Indiana Steel 
December 5, 


Products Company, at a meeting held No- 
vember 14, 1958, declared a quarterly divi- 
dend of 30 cents per share, payable on 
December 10, 1958, to shareholders of rec- 
ord as of November 25, 1958. 


ROBERT F. SMITH, President 
1958 


1958 


+. 
“ans® 


At the regular monthly meeting held October | 
27, 1958, the Board of Directors declared a regu- | 
lar quarterly cash dividend of 25 cents a share, | 
payable December 5, 1958, to stockholders of rec- | 
ord at the close of business November 10, 1958. | ney 


” R. Seibel, Secretary | Naaman 


J 


November 14, 
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(CONTINUED FROM PAGE 39) 


try. The stock looks cheaper than 
other food issues. Prejudice against 
the emphasis on foreign sales may be 
a factor in its price. The market in 
the stock is rather thin at times due 
to the fact that so much is closely held. 

As a broad generalization, it seems 
to me that those who want to buy 
cyclical stocks should take a long 
look at the coppers. Among them, I 
regard Kennecott and Phelps-Dodge 
as the quality issues and Anaconda 
as perhaps having the biggest growth 
potential. Some of the best students 
of mining securities are enthusiastic 
about International Nickel (90) as a 
long range value. American Metal 
Climax (28) is interesting because it 
provides a “spread” over the African 
copper industry while affording own- 
ership of the former Climax Molyb- 
denum in this country. I think the 
price of the metal is headed irregu- 
larly higher. Copper stocks are high- 
ly volatile, and I would prefer to buy 
them on dips. 

It should be stressed that this stock 
market now is so big that sweeping 
generalizations are dangerous; some 
stocks always are cheaper than oth- 
ers. My “general” feeling at the mo- 
ment is that I would not be in too 
much of a hurry to accumulate a 
larger equity investment position. I 
would hope (and the word “hope” is 
not a misprint) for some better buy- 
ing opportunities in selected stocks 
after the first of the year. The type of 
market we have had recently may be 
“good” for the man who already owns 
equities, but it is “bad” for the man 
who wants to buy them. 


BIEL 





(CONTINUED FROM PAGE 34) 


nies in the country on basis of sales, 
is only about $465 million. Compare 
this with $14 billion for GM, $5.3 
billion for IBM, $2 billion for Dow, 
and $1.7 billion for Minnesota Mining. 
No one can say at this time whethe: 
Chrysler’s recuperative power has 
been dulled and whether 1960 will be 
the year for the company. The risk, 
however, is slight; the company should 
be comfortably in the black next year 
and continue dividend payments at a 
modest rate. 

George Romney’s tenacity and per- 
severance has brought spectacula 
success to American Motors (32) 
whose Rambler has won the ac- 
ceptance of the American public to 
an unexpected degree. For the first 

(CONTINUED ON PAGE 44) 
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STRAIGHT FACTS ON 


WHEN TO INVEST 
FOR CAPITAL GAINS 


The facts are these ... 


... At a market top, most people feel most like buying. 
Yet, a top is the best time for you to sell. 


... Ata market bottom, most people feel most like sell- 
ing. Yet, a bottom is the best time for you to buy. 


For at market tops and bottoms, the majority 
opinion is always wrong. 


The same is true for individual stocks, many of which 
hit their own tops and bottoms at different times from the 
general market. 


These are basic facts about the market that no investor 
should ever lose sight of. Yet most investors do. That’s 
why the minority will always make more money in the 
stock market than the majority. 


Quietly taking advantage of these principles, some in- 
vestors have been rolling up substantial, sometimes enor- 
mous, capital gains for the last 10 years . . . doing 50%, 
80%, even more than 100% better than the market aver- 
ages ... buying and selling carefully selected stocks near 
separate tops and bottoms, most of which passed un- 
noticed by the great mass of investors until it was too late 
to act. 


Moreover, these investors were able to adjust their 
gains to their own tax brackets, taking only long-term 
gains where the tax bracket was high, short-term gains 
where it was not. 


To be as successful as this minority group, you must 
either know how to measure investor psychology or have 
someoné do it for you. You must have an objective—hence 
effective—yardstick that tells you when investors are most 
optimistic and most pessimistic. 


We would therefore very much like to show you exactly 
what good instruments—and specific recommendations 
can do for you in the potentially confusing weeks ahead: 


We will send you our three-week trial subscription— 
to each of three separate services—for only $1. This 
means you will receive, during this period, all the 
same services as our full-term subscribers. 


Thus, you will have the opportunity to see for yourself 
the rewards of an objective viewpoint in actual practice 
in a crucial phase of the market. 


The language of all reports and recommendations you 
will receive is clear, unhedged, straightforward. You can 
always match the clearly worded forecasts against the 
finally recorded facts. Thus you can literally judge this 
service on results alone. You are never left in doubt as to 
(a) exactly what is being forecast, (b) what action is be- 
ing recommended and (c) when to take that action. 


To exploit the opportunities now shaping up, it is of 
fundamental importance to remember that about 85% of 
all market movements are psychological in origin. They 
are caused by investors’ emotions, not economic facts. A 
stock’s price does not reflect its real “value” so much as 
the gain or loss anticipated by the investing public, most 


of whom are making judgments colored by emotion— by 
the changing hopes and fears of the moment, sudden turns 
of the news, accidents, disasters and political upheavals. 


Remember, it is characteristic of market tops or bot- 
toms that most people don’t believe them when they see 
them. We all risk being burned by the boiling emotions 
around us. But the degree to which we resist emotions is 
the degree to which we are successful in the stock market 


To show you how this method works in the critical peri 
od ahead, you are invited to receive the following aids 
including 3 separate services—during the next 3 weeks 


(1) STOCK MARKET SURVEY (3 Weekly Issues)—A 
continuing guide to the “when” of investing for capital 
gains. 

(2) STOCK SELECTION GUIDE (3 Weekly Issues)—A 
continuing selection of the best stocks in the best indus 
tries—with positive buy, hold or sell recommendations. The 
Guide just issued also ranks 500 stocks according to in 
vestment preference now. 


(3) INDUSTRY TREND FORECAST (3 Weekly Issues) 

Long-term and intermediate-term forecasts of each of 
44 industry groups, many of which will continue to out 
perform the market. 


(4) STOCK SELECTION MANUAL-—48-page 
Market Analysis: Facts & Principles.” Gives you a com 
plete, step-by-step explanation of the “how” of investing 
for capital gains—supplemented weekly with buy-hold-sell 
advice. 


“Stoch 


The recommendations you receive as a subscriber are 
based on methods developed over a period of 28 years. 
You can act on the simple “end-product” advice—to 
buy. hold or sell—or you can follow the computations 
in detail, Either way, you are sure of avoiding danger- 
ous and unprofitable emotional investing. Instead, you 
can now capitalize on how bullish or bearish OTHER 
investors are going to be. 


To receive all 3 of the services listed above for the 
next 3 weeks—plus the 48-page manual—mail $1 and 
the convenient coupon below 
2 ee ee ee ee ee ee ee 

TO: AMERICAN INVESTORS SERVICE °'¢ 

LARCHMONT, NEW YORK 

Gentlemen: I accept your offer. For the $1 en 


closed, send all 3 services as outlined above for 
next 3 weeks—plus 48-page manual. 


STREET 
CITY ZONE STATE 
2 ee ee ee ee ee ee ee ee ee 
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Now Ready! 


FOR FREE EXAMINATION 


FORBES GUIDE TO 








e speculative low price e growth e 








FEATURING 
TODAY’S 65 BEST 
STOCK BUYS 





ig profits were made in all areas of common 
8 stock investments in 1958—no one type or 
price range had a corner on profitable oppor- 
tunities for the alert investor. That's why this 
new FORBES guide includes these key groups: 


e SPECULATIVE LOW PRICE (American Motors—342% profit)}* 
© YOUNG GROWTH STOCKS ([Polaroid—175% profit)* 


e "JUNIOR" BLUE CHIPS (Eastern Stainless Steel—115% profit)* 
© SENIOR GROWTH STOCKS (Zenith—120% profit }* 


© OVER-THE-COUNTER STOCKS [ Alaska Oil & Mineral— 164% profit }* 
© HIGH YIELD SECURITIES (Loriliard—168% profit * 


Tuese 65 Srocxs Meer rue Prorit Test... 


SPECULATIVE LOW-PRICE STOCKS—10 PICKED TO BUY NOW 


The most dynamic profit opportunities in 1958 were in low-price 
stocks. Gains of over 300°, were scored by leaders in this group 
But this investment area is also the most dangerous—low price 
does not necessarily mean low quality, but the risks are great 
unless you know how much real value you are getting for your 
dollar. LAIL's skilled security analysts have selected in this section 
a group of low-price stocks—stocks that help you buy BIG 
PROFIT POTENTIALS with small amounts of capital. Uhese 
carefully researched stocks combine almost blue-chip quality with 
low-priced volatility. A sound $5 stock is three times as likely to 
move to S10 as a $50 stock is to move to $100—so the RIGH I 
low-price stocks do belong in your portfolio, and we believe these 
are the RIGHT low-price stocks for appreciation and_ profits 


YOUNG GROWTH STOCKS—15 PICKED TO BUY NOW 


The best way to build your family fortune today is to invest in 
young” growth stocks. [he IBM’s, General Electrics, du Ponts 
of the future are in operation now—the companies with young 
ideas, who are plowing profits back into research, expansion 


acquisitions, merchandising. But these companies are not easy to 
spot—the “popular” ones have already discounted the present 
and many years into the future. The more obscure ones have 
the same growth pattern, but have not yet been recognized by 
the public. ‘These are the profitable opportunities LAI’s security 
analysts have found for you in this new manual. The big money 
making opportunities of today and tomorrow are in young 
growth stocks—you'll find the best ones in the new Forbes guid 


“JUNIOR” BLUE CHIPS—12 PICKED TO BUY NOW 


Ihe price of the traditional “blue chip” stock is usually very 
high—and the opportunity for phenomenal growth is limited 
But there is a tremendous profit potential in what has come to 
be known as a “junior” blue chip. These are the companies with 
sound records of sales and profits, with strong, dynamic leader 
ship, with the intrinsic values needed to achieve blue chip 
ratings in the future. In this section of this new guide are 
securities whose past records, overall circumstances and potential 
growth factors tab them as the leaders of tomorrow. And, they 
are attractive investment Opportunities right now for the alert 
investor. 


*actual 1958 profits on recommendations of the Investors Advisory Institute 
(a FORBES subsidiary) security analysts who edited this new manual. 





COMMON STOCK PROFITS! 





over-the-counter e blue chips « canadian e high yield 





_ OVER-THE-COUNTER STOCKS—5 PICKED TO BUY NOW 


You'll find stocks of young and old companies, big and smal 
corporations, “blue chips” and speculations in the tremendous 
Over-The-Counter market. This rich and varied market in securi- 
ties is overlooked by all but the professionals—yet 90% of 
big-name stocks now traded on the N.Y.S.E. were once traded 
over-the-counter where they could have been bought for a small 
fraction of what they are worth today. Of the companies which 
prefer to remain unlisted, Eastern Industries sold as low as 38¢ a 
share. Today it’s $23. Investors Diversified Services was 60¢— 
today it’s $136. This new Forbes guide handpicks some “ground- 
floor” companies which should “graduate” to the big-Board and 
become the giants of the future. 


HIGH YIELD SECURITIES—6 PICKED TO BUY NOW 


While an 8-10% yield sounds attractive, it can also be a danger 
signal—high yield alone does not mean a sound investment. IAI 
security analysts picked Lorillard at 32 because it had a good 
vield—but they also spotted an aggressive new management team, 
a new product that was catching on with the public. 
1958 stock market history—Lorillard zoomed to a high of 857% 
168°, profit. Now these same experienced analysts, who 
selected all 65 stocks in this big new manual, hand pick these 
top securities which not only produce good income, but give you 
a shot at capital appreciation in the bargain. 


The rest is 


SENIOR GROWTH STOCKS—12 PICKED TO BUY NOW 


There are hundreds of stocks which have the “growth” 
Senior growth stocks combine the sound fundamentals of a 
chip” with a record of expansion which is reflected in 
earnings and dividends. 


label 
“blue 
sales 
These stocks should give you 
capital gain opportunities in the years ahead. In addition, these 
senior companies should profit most from the dynamic growth 
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of our economy—should continue to pour money into res arch 


new products and management in order to maintain their out 
standing record of mounting sales and profits 
Profits in Common Stocks” 
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most for your money in earnings, assets, management and growth 


shows you those which give you 


CANADIAN STOCKS—5 PICKED TO BUY NOW 


You can buy low-price speculations, sound growth stocks, high 
vield securities, in fact any type of security found on the | 
Exchanges can be found in Canada. But 
the the chaff? With little information readily 
available, with much less control over speculative selling—how do 
you: uncover IBM's 
du the 


S 


how do you sort out 


wheat from so 


those stocks which can easily become the 
AT&T's, Standard Oils of the future? And 
portunities for tremendous profits are there for those 
the facilities 


Ponts op 
who have 


for research 


the time to probe. this 
search has been done tor you in “Forbes Guide to Common 
Stock Profits,” LAL analysts have studied the Canadian market and 
uncovered these brilliant new opportunities to profit in Canadian 
stocks 
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ORDER NOW—SAVE $5— 
10 DAY FREE EXAMINATION 


This new guide is just off press. That's why you should place 
your order NOW while the special Pre-Publication price of $10 
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And as important, this new guide 
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UNITED GAS 


CORPORATION 


€ 


SHWHREVEPORT, LOUISIANA 
Dividend Notice 
The Board of Directors 
has this date declared a 
dividend of thirty-seven 
and one-half cents (37 %4¢) 
per share on the Common 
Stock of the Corporation, 
payable January 2, 1959, 
to stockholders of record at 
the close of business on 
December 10, 1958. 
B. M. Byrp 


November 19, 1958 Secretary 


| UNITED GAS | 


SERVING THE 








UNITED CARBON 
COMPANY 


CHARLESTON, 
WEST VIRGINIA 


DIVIDEND NOTICE 


quarterly divic 
5 (50¢) per 





C. H. McHENR 
Se cretary 


SEABOARD 


ee es ¢ OMPAN Y 


COMMON STOCK DIVIDEND 
95th Consecutive Quarterly Payment 
The Board of Directors of 

Seaboard Finance Company de- 

clared a regular quarterly divi- 

dend of 25 cents a share on Com- 

mon Stock. Payable January 10, 

1959, to stockholders of record 

December 18. 1958. 

PREFERRED STOCK DIVIDEND 
The directors also declared 

regular quarterly dividends of 

$1.18% on the $4.75 Sinking 

Fund Preferred Stock. $1.25 on 

the $5.00 Sinking Fund Preferred 

Stock, $1.25 on the $5.00 Convert 

ible Preferred Stock, Series A 

and B, all payable January 10, 

1959, to stockholders of record 

December 18. 1958. 

EDWARD L. JOHNSON, 

October 22, 1958 Secretary 
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(CONTINUED FROM PAGE 40) 


ten months of 1958 the company pro- 
duced 159,177 cars, 83% more than 
the year before! Sales in 1959 are 
projected at 360,000 by the manage- 


ment. By keeping model changes to | 


an absolute minimum, which for the 
car owner slows down obsolescence 
(while all other auto makers plan on 
accelerating obsolescence), American 
Motors has been able to hold capital 


investments and tooling costs down, | 


with a highly beneficial effect on 
profits. This has been the secret of 
the German Volkswagen success 
Since a loss carry-forward relieved 
the company from paying income 
taxes, all of its 1958 earnings could be 


retained thus restoring the financial | 


health of American Motors to a point 
where dividend payments can be re- 
sumed. While the picture looks very 
bright at present, there are a number 
of questions which place the stock 
into a highly speculative class: 1) Will 
the American car buyer continue to 
like the Rambler, which is compact, 
sturdy and economical, but anything 
but flashy? 2) Will GM or one of the 
other majors invade the Rambler 
domain which is now free of competi- 
tion, except from foreign cars? During 
the current fiscal year, American 
Motors will exhaust its loss carry- 
forward. Therefore, the one pre- 
diction that is certain is that 1959-60 
fiscal year earnings will be lower. 
Studebaker-Packard’s (14) Lark, a 
possible Rambler competitor, is that 
company’s last attempt to stay in the 
automobile business. The initial re- 
ception seems to be good, but funda- 
mentally, this is not a decisive factor 
in appraising the value of the com- 
pany. With its huge tax loss carry- 
forward the only thing that really 
matters is whether the company can 
acquire, at reasonable cost, good com- 
panies to take full advantage of its 
privileged tax position. The stock is 


a speculation that is not primarily re- 


lated to auto industry prospects. 
Investors should not overlook Ford’s 
close Canadian relative, the Ford 
Motor Co. of Canada. (107) which 
came through the recession with fly- 
ing colors with probable profits of $10 
or $11 a share this year and a $15 po- 


tential in 1959. Its $5 dividend rate | 


makes it the highest-yielding auto- 


mobile stock. For the past ten years | 


earnings have shown remarkable sta- 
bility averaging more than $10 a share. 
The stock sold as high as 160 in 1955. 


Advance release of Forses columnists’ 


regular articles, excepting Mr. Lurie’s, | 


will be airmailed to readers on the day 
of their writing. Rates on request. 








Public Service Electric 
and Gas Company 


NEWARK.N. J. 














QUARTERLY DIVIDENDS 


The Board of Directors has de- 
clared the following dividends 
for the quarter ending December 
31, 1958: 
Class of Dividend 
Stock Per Share 
4.08% Cumulative Preferred . .$1.02 
4.18% Cumulative Preferred .. 1.045 
4.30% Cumulative Preferred .. 1.075 
5.05% Cumulative Preferred .. 1.2625 
$1.40 Dividend Preference... .35 


All dividends are payable on or 
before December 22, 1958 to 
stockholders of record Novem- 
ber 28, 1958. 


F. Mitton LupLOw 
Secretary 








PUBLIC SERVICE 
CROSSROADS OF THE EAST 
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\VALE & TOWNE 


Declures 283rd Dividend 
37'2¢ a Share 


On Nov. 20, 1958, 
dividend No. 283 

of thirty-seven 

and one-half cents 

per share was 
declared by the Board 
of Directors out 

of past earnings, 
payable on 

January 2,1959, to 
stockholders of record 
\t at the close of business 
December 10,1958. 


Wm. H.MATHERS 
Vice-President and Secretary 


THE YALE & TOWNE MFG. Co. 


Cash dividends paid in every year since 1899 























E.1.0U PONTDE NEMOURS & COMPANY 


aU PUNT 


Wilmington, Del., November 17, 1958 





The Board of Directors has declared 
this day regular quarterly dividends of 
$1.12/2 « shore on the Preferred Stock 
—$4.50 Series and 87'/2¢ a share on 
the Preferred Stock—$3.50 Series, both 
payable January 24, 1959, to stock- 
holders of record at the close of busi- 
ness on January 9, 1959; also $1.50 a 
share on the Common Stock as the 
year-end dividend for 1958, payable 
December 13, 1958, to stockholders of 
record at the close of business on 
November 24, 1958. 


P. S. pu PONT, 3RrD, Secretary 
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GENERAL 
PORTLAND 
CEMENT 
COMPANY 


COMMON 
STOCK 
DIVIDEND 


The Board of Directors of General 
Portland Cement Company has this 
day declared a dividend upon its 
Common Stock of 45 cents per 
share with respect to the quarter 
ending December 31, 1958, and a 
further year-end dividend of 50 
cents per share, both payable De- 
cember 12, 1958 to stockholders of 
record at the close of business on 
November 28, 1958. The stock 
transfer books will remain open. 

HOWARD MILLER, 


Treasurer 





November 13, 1958 
4 








Common Dividend No. 156 
A dividend of 6242¢ per 
share on the common 
stock of this Corporation 
has been declared payable 
December 15, 1958, to 
stockholders of record at 
close of business Novem- 
ber 28, 1958. 
C. ALLAN FFE, 

Vice President and Secretary 
November 6, 1958 





238th 
Consecutive 


Quarterly Dividend 


A dividend of fifty cents per share 
on the capital stock of this Com- 
pany has been declared payable 
January 15, 1959, to shareholders 
of record Dec. 12, 1958 
EDWARD D. TOLAND, Jr 
Secretary and Treasurer 
| Boston, Mass., November 17, wa 














TEXAS GULF SULPHUR COMPANY 


The Board of Directors has declared a 
dividend of 25 cents per share on the 
10,020,000 shares of the Company’s cap- 
ital stock outstanding and entitled to re- 
ceive dividends, payable December 15, 
1958, to stockholders of record at the 
close of business December 1, 1958. 
E. F. VANDERSTUCKEN, JR., 


Secretary. 
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READERS SAY 


(CONTINUED FROM PAGE 5) 
Reading About Reed 


Sm: Thousands of American Express | 
customers will enjoy reading your article 
on Ralph T. Reed and the American 
Express Co. (“Around the World in 80 
Ways,” Forses, Nov. 1), and hundreds of 
Ralph’s personal friends will be delighted 
with his likeness. 

In all the big cities of Europe, the 
name of Ralph Reed is favorably known. 
I would think, if there be a surplus, that 
copies of this issue could readily be 
dispensed in London, Paris, Nice, Amster- 
dam and Rome. 

—G. H. Carpack 
Philadelphia, Pa. 


Ruberoid’s Earnings 


Sir: In the article on building materials 
(“Completely Remodeled,” Forses, Nov. 
15), you incorrectly stated that Ruber- 
oid’s “ . earnings per share declined 
between 1953 and 1957.” 

Your writer apparently overlooked the 
two-for-one split of Ruberoid capital 
stock effected in 1954. Properly adjusted 
for the split, per share earnings were 
$3.25 in 1953 and exactly the same in 
1957, when a larger number of shares 
was outstanding. Net income actually 
rose from $4.5 million to $4.8 million. 

—Ross L. Muir 
The Ruberoid Co 
New York, N. Y. 


Forses erred.—Ev. 


| Costly Contractual Plans 


Sm: Your flat statement that the 
“whole ten years’ sales charge is taken 
out of your first year’s payments” (The 
Funds, Nov. 15, 1958) indicates a com- 
plete lack of knowledge of contractual 
plans. Our schedule of sales charge de- 
ductions is enclosed so that you may be 
factually informed before you have an 


| opportunity to pull another boner 


—J. LELAND BARTLEY 
FIF Associates, Inc 
Seattle, Wash. 

The facts: on the average 10-year con- 
tractual plan, sales commissions tend to 
take 50% or so of the first year’s pay- 
ments. Hence the “front-loading” 
in describing these plans. In Fund Sales- 
man Bartley’s own FIF Plan, 65% of the 
total 10-year sales charge is taken in the 
plan’s first 12 months. However, Forses 
should have said “most” of the 
charge is taken out of the first 
payments rather than “all” of it 


term 


sales 
year’s 
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-—Own a DIVIDEND—— 
TIME TABLE 


Protect and Forecast Your 
Investment Income With 


PERIODIC INCOME CALENDAR 








IMMEDIATE 
SHIPMENT $2.50 


postpaid 


@ Tells you at a glance 
vestment Income 
pect each month 
Warns you of 
omitted dividend 
Records every Income check for 
tax purposes, 


ex 


what 
Checks to 


lost 


check or 


Provides space for purchase and 
data 

Handles up to 72 
vestments over a 
Attractively 
leather 


sales 


separate It 
o-year period 


bound in simulated 
7 x11 


gold embossed, 7% 
Makes A 
WELCOME GIFT 
Free inspection . . . send $2.50 check or 


money order for Calendar postpaid. Re- 
turnable within 10 days for full refund. 


EUGENE A. HAGEL Publisher 


230 RIDGEWAY ROAD, BALTIMORE 28, MARYLAND 














“BULLETIN TO ALL TIRED 
BUSINESS MEN... .‘The 
World Of Suzie Wong’ is full 
of smiling, chattering, girlish 
prostitutes, amorous sailors, 
Chinese peddlers, unctuous 
hotel keepers, deferential police 
and other theatrical symbols 
of the inscrutable East. Has 
omitted nothing that will fas- 
cinate the tired business man 
: IT SOLVES THE PROB- 
LEM OF THE EXPENSE 
ACCOUNT TRADE FOR 
THE WINTER!” 

BROOKS 
Critic of the NEW 
BROADHURST THEA, W. 


TYPING CORRECTIONS 
WITHOUT ERASING 


When You Use 


DEL-E-TAPE 


(The eradicable typewriter ribbon) 
AETNA PRODUCTS CO., Inc 
P. 0. Box 438 Hicksville, N. Y. 


REWRY 


A quarterly dividend of forty (40) 
cents per share for the fourth quarter 
of 1958 has been declared on the « 
mon stock, payable December 10, 1958 
to stockholders of record at the close 
of business on November 24, 1958 


Drewrys Limited U. S. A. Inc. 
South Bend, Indiana 


T. E. JEANNERET 
Secretary and 


ATKINSON, 
YORK TIMES 
44 St... N.Y .¢ 
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ON THE 


THOUGHTS BUSINESS OF LIFE 


It is well when the wise and the 
learned discover new truths; but how 
much better to diffuse the truths al- 
ready discovered amongst the multi- 
tudes. Every addition to true knowl- 
edge is an addition to human power; 
and while a philosopher is discover- 
ing one new truth, millions of truths 
may be propagated amongst the peo- 
ple. . . . The whole land must be 
watered with the streams of knowl- 
edge. —Horace Mann. 

The future is hidden even from 
those who make it. 

—ANATOLE FRANCE. 


In a country well governed, pov- 
erty is something to be ashamed of. 
In a country badly governed, wealth 
is something to be ashamed of 

—ConFUCIUS 


A good leader takes a little more 
than his share of blame; a little less 
than his share of credit. 

—ARNOLD H. GLAscow. 


The trouble with most people is 


that they think with their hopes or 
fears or wishes rather than with their 


minds. —WAaLTER DuRANTY. 
There can be no profit in the mak- 
ing or selling of things to be de- 
stroyed in war. Men may think that 
they have such profit, but in the end 
the profit will turn out to be a loss. 
—ALEXANDER HAMILTON. 


Hope of ill gain is the beginning of 
loss —DEMOCRITUS. 


If rational men co-operated and 
used their scientific knowledge to the 
full, they could now secure the eco- 
nomic welfare of all. 

—BERTRAND RUSSELL. 


Money is like a sixth sense—and 
you can’t make use of the other five 
without it. —SOMERSET MAUGHAM. 


A man should learn to detect and 
watch that gleam of light which 
flashes across his mind from within, 
more than the lustre of the firma- 
ment of bards and sages. Yet he dis- 
misses without notice his thought, 
because it is his. In every work of 
genius we recognize our own rejected 
thoughts: they come back to us with 
a certain alienated majesty. 

—RautpH WaALpo EMERSON. 
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Economy is the art of of making 
the most of life. The love of economy 
is the root of all virtue. 

—Georce Bernard SHAW. 


Thrift is broader than mere saving. 
It is to the individual what conserva- 
tion is to the nation. —JoHN A. Lapp. 


B. C. FORBES: 


To win friends, you must 
yourself be a helpful friend. 
While friends cannot be counted 
upon to make your career suc- 
cessful, they often contribute in- 
valuably. The selfish individual 
does not inspire unselfishness in 
others. The man who is out 
solely for Number One finds in 
time that he has to battle alone, 
without the support, the encour- 
agement, the inspiration of really 
friendly friends. Until a man 
has expended the sweat neces- 
sary to get somewhere himself, 
he rarely can be of much assist- 
ance in helping anyone else to 
get somewhere. A worthless fel- 
low usually is a worthless friend. 
You can depend upon it that any 
man who can say sincerely that 
he owes his success to his friends 
has proved himself the right kind 
of a friend. Friends cannot make 
a fellow a success; but friends 
legitimately and unselfishly won 
often can enhance the success of 
the man who has in him the stuff 
of success. 


Your market has a free choice, and 
only by supplying what the market 
wants, and not by your efforts to im- 
pose your merchandise, will you get 
your maximum share of the market's 
potential. —Wa ter H. Lowy. 


The best executive is the one who 
has sense enough to pick good men 
to do what he wants done, and self- 
restraint enough to keep from med- 
dling with them while they do it. 

—THEODORE ROOSEVELT. 


It is exceedingly interesting and at- 
tractive to be a successful business 
man, or railroad man, or farmer, or a 
successful lawyer or doctor; or a 
writer, or a President, or a ranch- 
man, or the colonel of a fighting regi- 
ment, or to kill grizzly bears and lions. 
But for unflagging interest and enjoy- 
ment, a household of children, if 
things go reasonably well, certainly 
makes all other forms of success and 
achievement lose their importance by 
comparison. -—THEODORE ROOSEVELT. 


Worry affects the circulation, the 
heart, the glands, the whole nervous 
system, and profoundly affects the 
health. I have never known a man 
who died from overwork, but many 
who died from doubt. 

—Dr. CHarLtes Mayo 


Don't play for safety. It’s the most 
dangerous thing in the world. 
—Hucu WALPOLE. 


The difficult part in an argument 
is not to defend one’s opinion, but 
rather to know it. —ANprE Maurois 


The more noise a man or a motor 
makes the less power there is avail- 
able. —W. R. McGeary 


He who fumes at his quandaries be- 
comes their victim. —Davip SEABURY 


most given when the 
—GEoRGE CHAPMAN. 


Promise is 
least is said. 


Students going into scientific fields 
can be pioneers today in the 
unmapped world of science. .. . 
Enough remains to be discovered and 
mapped to guarantee excitement and 
venture to more young scientists and 
engineers than we are likely to have 
for many years to come. 

—Rear ADMIRAL HyMAN RICKOVER 

Where there is an unknowable 
there is a_ promise. 

—THORNTON WILDER 


The empires of the future are the 
empires of the mind. 
—WINSTON CHURCHILL. 


More than 3,000 selected “Thoughts” 
are available in a 544-page book. 
Regular edition, $5. Deluxe edition, 
handsomely boxed, $7.50. 





A Text... 


Sent in by Helen Birch, Memphis, 
Tenn. What's your favorite text? 
A Forbes book is presented to 
senders of texts used. 


Let nothing be done through strife or vain- 
glory; but in lowliness of mind let each 
esteem others better than themselves. 


—PuHILIPPIANS 2:3 
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DOES EVERY CLUE 
TO THE FUTURE 


POINT STRAIGHT UP?. 


An important message to those who 
bear the heavy responsibility of 


managing the funds of others: 


| all the forecasts call for long range growth of 
the economy—individual securities and the stock market 
as a whoie will not be a “one way street”. There are 
changes ahead—changes in production methods. in 
products 
others obsolete. Hf your investment fund is to profit: from 
what lies ahead vou must always be ready to shift: with 
the trends and tangents. The present bull market cannot 
continue forever without corrective changes or possibly 
another severe decline. How will you know when and 
how to make your move? 


It was to answer questions like these ... to provide 
~killed investment counselling facilities that FORBES 
SECURITIES MANAGEMENT was organized. It was 
organized to reflect: over 40 years of rich experience, 


to utilize our direet, top-level communication with many 


FORBES 
SECURITIES MANAGEMENT INC. 


70 Fifth Avenue, New York 11, N. Y. 


changes that produce new businesses and make 


of the nation’= business leaders —to place the unparalleled 
investment-research facilities of the 


behind each of vour major investment decision- 


Fortes investment counsellors provide you with 
an initial analysis of each security registered for 
-upervision review the portlolio revularly. take the 
initiative in making recommendation~ to you is=1 
vou in the preparation of progress reports 


relieve you of many burdensome detail- 


Obviously. the full scope of this Servier. its many 


advantages to those who bear the heavy responsibilit 


of managing the fund~ of others and to individual 
with substantial porttolios cannot be adequatels 
explained within the confines of this message. We 
therefore have prepared a booklet describing the 
services of FORBES SECURITIES MANAGEMENT 
INC. which we shall 

be happy to send you upon request 

Write to Department 1035 


Foruts aot inizathe 


| 





The Bel Air 4-Door Sedan with a roomier Body by Fisher. 


NOTHING'S NEW 
LIKE CHEVYS NEW! 


Impala Sport Coupe—new down to its tougher Tyrex cord tires. 


From the winging shape of its saucy 
rear deck to the simple elegance of 
its grille, this car shows you it’s new 
in a decidedly different way. You 
get more of what you want— more 
spacious interiors, vast new visi- 
bility areas, bigger brakes for safer 
stops, a longer lasting finish, a new 
Hi-Thrift 6, new handling and 
riding ease. And you get all the 
virtues of economy and practicality 
you’ve come to expect in a Chevy. 


One look at this ’59 Chevrolet tells 
you here’s a car with a whole new 
slant on driving. You see the trans- 
formation in its low-set headlights, 
the overhead curve of its windshield, 
the sheen of its longer lasting Magic- 
Mirror acrylic finish. 

But to discover all that’s fresh and 
fine you must relax in Chevy’s wider 
seats, feel the loungelike comfort of 
its new interior, experience the 
hushed tranquillity of its ride. 

You'll also find bigger brakes, a new 
6 that gets up to 10 percent more 


miles a gallon and vim-packed V38’s. 
Your Chevrolet dealer’s waiting 
now to show you the car that’s shaped 
to the new American taste. 
Chevrolet Division of General 
Motors, Detroit 2, Michigan. 


What America wants, 
America gets in a Chery! 





